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encompassing 63 per cent of the population, 79 

per cent of the wealth and 2 per cent of the 
retail buying power of the nation, and let’s plan to hear 
much, talk little and then try to draw a few deductions. 
It is necessary to travel fast, ask much and weigh a 
variety of opinions. After we have done this, let’s ask 
a question that will sum it all up, i.e., what’s the major 
error in the shoe business now ? 

First: Too many men are thinking of shoes in the 
mass instead of the individual pair. But shoes are not 
sold that way. The only progress that can be made is 
pair by pair at a profit. When we see a buyer selecting 
a line of shoes at a price and as Amos puts it “buying 
a proposition,” then we see shoes selected in bulk rathet 
than each shoe standing on its own bottom. 


i= a swing with me through a group of states 


Second: A false leadership of price is being devel- 
oped that may raise havoc with craftsmanship, but in 
the long run looking at individual pairs the feet will 
find out that the shoes are cheap in ingredients and 
in fitting. Talk all about the decline of prices in all 
commodities the world over and yet you do not answer 
the fundamental question in footwear, namely, ingre- 
dient costs are only half the price to the consumer. 
If this price situation continues we will soon reach 
the point where there will be nothing but a wage for 
the shoe store, a wage income for the factory, a 
scantier wage for the tanner and next to zero for all 
of the rest of the service and supplies. 


HE time has come for an industry at large to ac- 

knowledge that it is on the bottom and to bend every 
effort toward grading up. We feel that the process of a 
recovery of industrial standing can only come by in- 
creasing the courage of the clerk at the fitting stool and 
the merchant in the store. 

It is going to be necessary for the individual store to 
make a little more profit if progress is to trickle back 
and down into every branch of the trade. 

This may mean less pairs of shoes sold in 1930, but 
every pair sold with a little more thought as to its place 
in the scheme of things. There are certain types of 
shoes worthy of a better price and a better service. 
There has been too much standardization of service 


Pair by Pair at a Profit 





When a clerk says, “What will you have today?” instead 
of approaching the customer with some such phrase as, 
“We have some very pretty shoes and I would like you 
to see some of them,” that explains in a very simple 
manner the necessary change of front to the customer. 

When the buyer in the store begins to select with 
extreme care every single shoe and pattern so that it 
fits into a well-rounded stock, and also has touches of the 
spirit of craftsmanship that makes it a “wanted” shoe— 
then that buyer is doing the job of the moment, let the 
price come where it may. 


HEN the proprietor of the store looks at each shoe 
as to its proper selling price and then grades his 
percentages on the style and fitting worth of the shoe, 
then that proprietor is truly a shoe merchant rather than 
a cog in the wheel of distribution. When the entire store 
becomes pair-conscious and fights for every sale, then 
that division of the trade is ready to ask a better price 
for the intrinsic shoe plus its fashion and service value. 
When the shoe manufacturer looks upon the store not 
as a repository for a mass of shoes that might get shelf- 
conscious; when he gives that merchant fashion and 
color ideas helpful to the sale of the shoe; when he 
underloads instead of overloads the order placed, then 
he is indeed making it possible for that merchant to get 
a better price and a better profit 
When the tanner and the entire line of service and 
supplies function with the right material, sold at the 
right price, to give these suppliers a profit, then the very 
foundation of the trade has found a secure footing. 
This may all seem very ambitious, but what we want 
to develop is a spirit of economic and efficient uplift 
from a point that seems to be a low bottom. 
Craftsmanship over the fitting stool is worthy of 
better recompense than an article sold over the counter, 
and skill in building a well-balanced shoe at whatever 
price it can he made, warrants a profit. 
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Younsters Know 
They 
Want 


Mother or father may act as an advisor in 
the choice of new shoes but the salesman 
must really sell two customers—the child 
and the parent. | 


























juvenile section of the retail shoe store today as they 

are among the grown-ups. It wasn’t so long ago that 
a mother or father took the youngster by the hand and pro 
ceeded to buy whatever suited the parents’ fancy. Nowadays 
the daughter or son has very definite ideas of what looks well 
on his or her foot. And the youngster is not at all backward 
in telling what he or she likes or doesn’t like about the shoes. 
Many times this youthful appreciation is a source of great 
annoyance to the shoe salesman, and diplomacy of the highest 
type has to be used in order that parent and child may both 
be sold on the same shoe. 

Many times if the salesperson finds the parent leans toward 
a certain type, the opportunity will be found to sell the idea to 
the child. Certain combinations of light and dark leathers 
fascinate one type of child, while another girl or boy of the 
same age and station in life would choose an entirely different | 
treatment. 

The types of footwear illustrated herewith express what is 
correct for the future moderns. Great care has been used in 
proper lining and correct seamings which, if improperly con- 
structed, cause serious abrasions and enlargement of the joints. 
Body balance in another important feature.to recognize in sell- 
ing children’s footwear. 


{ EEN appreciation of correct line and fit is shown in the 
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Foot Freedom and 
_ Comfort are prime con- 
siderations for the child 
“ in the first step period— 
is Style claims a larger 
; degree of attention as 
: boy and girl advance to 


t school age —Note the 
evolution as reflected in 
these types. 
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Modern Youth 
Served with 


Style 


clothing and shoes that are unsuited to the requirements 

of their children. It doesn’t seem a very serious or 
difficult thing to choose clothing and shoes for one’s child, for 
after all, isn’t the parent the best judge of what is fitting and 
proper for the growing boy or girl? It is acknowledged that 
the parental influence is less of a factor nowadays than form- 
erly ; but it is also an undoubted fact that many youngsters fail 
to make the best impression and are subjected to more or less 
humiliation because the parent does not take the trouble to study 
their style requirements. Here lies a great opportunity for 
the salesperson who is endowed with patience, tact and 
diplomacy. 

During the growing-up period youth is very sensitive, over- 
sensitive in many cases. There is an age at which boys and 
girls imagine people are looking at them or talking about them 
and they become conscious of their inability to handle them- 
selves easily and gracefully. Their feet are a matter of great 
concern. Often an ill-fitting or ugly shoe spoils not only the 
boy’s or girl’s appearance but reflects discomfort and causes 
untold embarrassment. It is a right of growing moderns to 
have correct and styleful footwear in patterns which express 
the age and individuality of the wearer. 

There are four or five outstanding retailers in the country 
who have spent considerable time in developing a young 
moderns’ department with very gratifying results. These de- 
partments express just the atmosphere which appeals to youth. 
The salespeople are understanding and happy to serve and the 
styles and treatment correct to the last detail. 


i ee many mothers unknowingly insist upon buying 


Boot AND SHOE RECORDER 
combining THE SHOB RBeTaliter, April 5, 1980 





Fashion’s all im- 
portant role in 
shoes for modem 
boys and girls is 


reflected in the al- 


most limitless va- 
riety of patterns 
and the wide as- 
sortment of mate- 
rials, creating the 
opportunity to sell 
more pairs at a 


better profit 


ty Fale : 


ety See 3 
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Leaders and Leaners 


T takes times like these to prove men and methods. 

Stores come into new leadership and so do factories, 
and if their new policies are right, sweep right along 
into a decade of success. It was precisely ten years ago 
in April when shoe men had to face a decision which 
could only be solved by action drastic and decisive. The 
question was take big inventory losses, sell and sacrifice, 
clean up and clean out. Those stores that did, stepped 
into a decade of opportunity. 

The question now is not the same of obsolescence of 
merchandise, for no radical change of style from boots 
to shoes, or back to boots is even remotely in sight. An 
obsolescence of a new order is coming to give to the 
venturesome concern the “bulge” which might carry it 
through a decade of success. 

Two things now to do—lead or lean.—To lead, buy 
and sell the right shoes with a profit in every pair re- 
gardless of competitors—to lean, buy and sell on price 
and go under competitors. To lead, use every tool of 
publicity as if you wanted it to bring results—to lean, 
just go passive. To lead, clean up stores, throw away 
old benches and worn runners and buy new seats, fix- 
tures, rugs—to lean, be satisfied to let well enough 
alone. To lead, be restless for new customers to tell 
your enthusiasms to—to lean, sit around with the sign 
on the door “Open” but make no effort to bring ’em in. 

There are no new fields no wevident for a quick 
change of stock and service so that leadership can be 
had overnight. That field was overflooded in a year 
following the flash idea of orthopedic type shoes at low 





prices. No such new field is now evident. 
To lead, get back to the fitting stool—to lean, let the 
shoes drift towards the customers. 


ahem 


Quarter-Sizes Again 


HAT is this thing—size? We tested one hun- 

dred pairs and found not only the marked sizes 

but Y%ths, 1/16ths and 1/24ths for dry leather will 

absorb from damp lasts and lasters will pull differently. 

But we see quarter sizes appear again, with the 

same error in illustration of “% in. for a full size”— 

when any one in the trade should know sizes progress 

in 1/3rds. If the use of % sizes is a trick of advertis- 

ing then let us state right here and now—it cannot last. 
This business is complicated enough as it is. 

Double the stocks of dealers’ shelves is not the solu- 
tion for getting more pairs sold right. People have not 
been ill-fitted for lack of tight shoes; the reverse is 
more true. We cannot encourage a trick in symbols 
when they mean nothing else than more stock per store, 
more opportunity for misstatement and more grief to 
both merchant and customer. 


& 4 4 


More Spring Snows 


HE unexpected storm that hit the Middle West 
last week came betwixt sun and more sun. It 
caught many a merchant “short” again. Last Novem- 
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dumped prior to the season—only 
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of old numbers held over. 
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an aeroplane, and on many farms 







The real wealth of our nation 
translated into wanted 





ber, overshoes were at a premium when the public 
wanted them in a hurry—last week likewise. Lucky the 
merchant who had style galoshes—they became not only 
spring specialties but snow utilities. 
debated not a minute between $5.00 worth of prevention 


There is no moral to all this—only “breaks” with a 
profit. There was no talk of price or hold-over rubbers 


Maybe, also, next season’s business will be made 
thereby all-fresh business with no fear of a back-wash 


Machines Make Problems 


RUTH, fresh from the retail field, after some two 
hundred and sixty miles of bus travel through 
country where everyone rides and no one walks. 
The automobile leads to the tractor. 
ing both, makes the farmer’s son proficient in tuning up 


ready for sky-larking. Nothing is missing. Quotations 
on stocks and beans come over the radio. Human wants 
are being satisfied with an abundance of goods made 
by efficient production at high wages. 





Many a person 


“give us a pair’— 


studied as an aid to the right crops and products. Many 
a tariff tinker in Wasaington had better look for a 
new job after the next election. 
that the machinery of legislation needs modernizing. 





The feeling here is 


A 


Politics and Business 


HIS is written for the business man who says: “I 
have no interest in politics.” 
ing that politics is tremendously interested in you. 


Let us begin by say- 


Politicians of a certain type are making of you a foot- 
ball to kick merrily about the arena. 
There are men in the United States Senate who 


a senatorial toga. 
Skill in tinker- 


we saw air wagons 
that kind. 


is in work, easily 





goods. The will to work is 








not diminishing—in fact, 
human wants, ever increas- 
ing, make more work with 
machines part of the new 
economic order. With mod- 
ern machine capacity, we 
can enjoy more goods than 
at any previous time in in- 
dustrial history. 

This part of the country 
believes in harnessing ma- 
chinery to lighten the bur- 
den of farm and factory, 
and is optimistic on futures. 
Its temper on the tariff, 
however, is not to be trifled 
with, for they want it done 
and signed before spring 
planting time if it is to be 































—Good Neews— 


“I am following the Billy Rogers 
articles by Harold Whitehead with a 
great deal of interest. This one story 
has been worth many times the price 
of a year’s subscription to me. 

“In my opinion the talk of quarter 
sizes is unfortunate. If such a thing 
comes to pass it will only be another 
‘millstone’ around the neck of the 
average shoe retailer. 

“Awaiting the next Billy Rogers 
installment, I am, 

JAMES S. KEY.” 


* * ” 


Letters like this reflect the interest 
with which readers of Boot AND SHOE 
RecorpeRr have followed the vicissitudes 
of Billy Rogers in his determined effort 
to build a profitable retail shoe business. 

In this issue Harold Whitehead writes 
“Finis” at the close of the concluding 
chapter of Billy’s fascinating story. We 
are happy to know that our editor has__| 
arranged for another feature by Pro- | 
fessor Whitehead which we are con- 
fident will prove equally interesting. 





President. | 
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believe—or pretend to believe—that big business is an 
ogre that devours little kiddies. They are mostly small 
town lawyers, local politicians, who by accident, or the 
indifference of voters, have arrived at the dignity ot 
They are radical because it pays. 
They have no knowledge of business ; therefore they can 
tell the world more about business than Morgan. 
Whatever a business man wants is a crime to men of 
Whatever a corporation asks for in the way 
of justice is to that senator a threat against the safety 
of the Republic. Our great business President asks for 
certain legislation and the radical senator opposes it 
hecause someone has told him that the President is a 


rich man and the represen- 
tative of big business. He 
makes no investigation as 
to the merits of the matter 
but opposes it because a 
business man has asked it. 

Here is a senator who 
gets himself elected by one 
party and immediately lines 
up with the other. He is 
one thing for election and 
another for voting purposes. 
He calls himself by a cer- 
tain party name but his 
every act and vote in the 
senate definitely aligns him 
with the opposite party. Is 
this honest? Is he not as 
bad as the senator who 
spends too much money to 
obtain election? 




















A Community Play Shop 


This store welcomes kiddies whether they come to buy shoes or be 





entertained while their mothers buy elsewhere 












5 
caulpen 28) Ge kes 


E. PHILLIPS and H. Y. Fowler of Louisville 

C are using the present-day demand for specializa- 

® tion in a new way. They have recently opened, 

at 1506 Bardstown Road, a fine shop, exclusively for 

children. Only children’s shoes are handled there, in 

sizes from the infant’s first shoes to those of the half- 
grown boy and girl. 

The shop is under the management of George G. 
Phillips, and in fittings and decoration every effort has 
been made to give the store the greatest possible appeal 
to children. Their effort seems to have been successful, 
judging from the children that flock to the store. It is 








called the Juvenile Arch-Preserver Shoe Shop, and on 
the opening day—January 13th—about 200 children 
visited the establishment. Mr. Phillips gives any child 
who comes in a souvenir toy, and he has already dis- 
tributed nearly 2000 of these toys. 

It’s a shop any child would revel in. Just the show 
windows are different and interesting. The background 





is painted in lovely scenes of ships sailing placid seas, 
with mountains in the distance. Even the shoes are dis- 
played on fixtures that are modernistic in trend. The 
stands are black marble slabs, upheld by figures of young 
girls or the same youthful figures supporting the usual 
metal standards. 

But it is the interior that captures the child. The 
first thing he finds at the back of the store is a sliding 
board, with a green painted stairway beside it, leading up 
to its top. After he has slid down the slide a few times 
he begins to see that the rail to the stairway is cut out in 

[TURN TO PAGE 92, PLEASE] 
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Service and Fitting Won Success 


for This 
Children’s Department 


Manager for Krupp & Tuffly, Houston, 
Texas, Describes Unique Methods of 


Merchandising and Sales Promotion 


South’s most outstanding shoe stores, but this same statement can be 

applied to include the entire United States. Beautiful in design, aggres- 
sive and efficiently managed by Louis H. Tuffly, its president, this institution 
has developed a children’s shoe department unusual and striking both in appear- 
ance and operation. 

C. W. Busby, manager of the department, endeavors to offer his clientele 
children’s footwear that delights the modern miss and juveniles. Thirty minutes’ 
observation of the methods employed in this department furnished abundant and 
impressive evidence of its success. Busby has sensed style tendencies among 
children and styled shoes to please them. Forty-seven styles, bought from one 
concern in full sizes and widths, from AA to D’s, for dress wear, reflect to 
some extent the sales volume of this department. 

“Service and our ability to fit children’s feet correctly,” said C. W. Busby, 
“have been the biggest assets in building our tremendous volume in children’s 
shoes and in putting the department on a firm profit basis. 

“We believe that in little girls’ and misses’ shoes the style trend of women’s 
shoes should be reflected in the patterns. 

“Parents take a delightful pride in having the children dressed in stylish foot- 
wear. Their vanity and interest in having the children properly shod overcome 
all price resistance. 


N OT only is the Krupp & Tuffly store at Houston, Tex., one of the 


Shoes shown on this page illustrate 
some of the smart modern misses’ 
patterns featured by Krupp & 
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C. W. Busby 
says: 


“Parents take a 
pride in having 
their children 
shod in stylish 
footwear that 
overcomes price 
resistance.” 




















CHILDREN’S 
SHOES 








New “LITTLE BALLY” 
Shoes for Children 
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Constructive, well planned 
advertising helps to arouse 
interest among children 
and parents and builds 
volume for the Krupp & 
Tufiy juvenile depart- 
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“In baby shoes we attempt to please 
the young mothers by carrying them in 
delicate and dainty little patterns of 
fascinating colors. These seem to har- 
monize well with the beautiful baby 
































Letters to every in- 
fant whose arrival 
is heralded in the 
birth records and 
birthday greetings 
to children form 
part of the Krupp 
& Tuffy juvenile 
direct mail cam- 

paign 
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clothes usually worn by the first born. 
After obtaining names and addresses 
from the birth records, we send to 
each child a note of welcome to the city 
of Houston, which includes an invita- 
tion to the parents to bring the baby to the store for a 
pair of shoes, which are given gratis. A card record is 
made up for the child and filed with all necessary data. 

“We also select from the local paper the list appear- 
ing under a column entitled ‘Birthday Club,’ which gives 
the age and street address of the child. To each of 
them we send a birthday card from which has been elim- 
inated any suggestion of commercialism with the excep- 
tion, of course, that it is from Krupp & Tuffly. To 
increase this list, Mike Murphy, our advertising manager, 
engaged a girl to obtain a list from all the schools secur- 
ing the child’s name, address of its parents as well as the 
age of the child. We attribute much of the success of 
this department to the efficient handling of this mailing 
list. 

“When conducting sales or announcing the arrival of 
a new line of shoes to the parents the child’s first name is 
always mentioned. As an example—when our Spring 
line arrives, a letter with the following expression will 
be sent to this mailing list suggesting to the mother ‘that 
little Florence will look so well in a pair of the new 
Spring shoes of the very newest color and pattern.’ 
Again the mother’s pride in the child increases sales. 

“With one exception our sales force is composed of 
women. Children prefer women sales people to men. 
Each of the sales force has developed a tremendous call 
trade. A record is kept by each sales person of her cus- 
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immediately employed to contact their accounts. Their 
knowledge of the child’s first name is surprising, and 
they can talk intimately to the mother when advising 
them of the new line in which they would likely be 
interested. With each purchase the child is given a 
substantial toy. We are particular to select this gift and 
avoid all trash which children recognize more quickly 
than parents. 

“After children are fitted, they are directed to observe 
the shoes before a distorted mirror. This has a stimu- 
lating effect on the child in that its attention is arrested 
and prevents fretfulness and difficulties in further fitting. 
The child remembers the store for many days afterward 
because of the fun the mirrors provide. 

“The lighting fixtures are clever shades revealing the 
A-B-C’s and Mother Goose Rhymes. All of the fitting 
stools are of special design—miniature elephants. 


tomers; when a new lot of shoes arrive the telephone i+ 







“Some indication of the importance which we attach 
to the children’s business may be had from the fact that 
10,000 pairs of children’s shoes are carried in the active 
stock. One very effective method of moving the short 
lines has been created. Eight hundred pairs of shoes are 
kept in our P. M. Section, which carries a 25 cent bonus 
for the salesmen. The 800 figure is always maintained 
by selecting short lines from the forward stock. This 
constantly keeps our short lines cleaned up, and with the 
incentive of a P. M. we have little or no difficulty in 
keeping the stock exceptionally free from distress mer- 
chandise. Every two months we conduct a sale announc- 
ing one-third off the shoes in this P. M. group. All 

[TURN TO PAGE 90, PLEASE] 
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Professor Brinstead read as follows: 
“My Dear Professor Brinstead : 

“It is a pleasure to write you in detail regarding the 
Rogers-Morland matter. Perhaps I should first give you 
the particulars which Rogers and Morland have agreed 
upon and which I think you will approve. 

“To begin with, merchandise. Morland’s original cost 
inventory amounted to sixteen thousand seven hundred. 
Rogers worked with Morland in separating the sheep 
from the goats, with the result that $8,000 worth (in 
round figures) are to be disposed of in Boston or else- 
where for the best price that the two men can get. 
Rogers has offered to help sell the shoes, as he has had 
some little experience in selling old stock. He will take 
nothing for his work, and Morland agrees to sell at the 
best offer they can get, and to pay Rogers’ expenses. 
This eight thousand represents really dead stock. 

“The other eight thousand odd represents stock which 
Rogers says he can sell at a price. Half of this amount 
he will take at original cost, less cash discount, some- 
thing which Morland did not take; he was very careless 
about such things. But Rogers is like a hawk, after all 
the discounts he can get. The remainder of the stock 
will be taken over at a discount of, roughly, 40 per cent, 
which, Rogers figures, will give him a selling price on 
which he can make his regular profit. He and Mor- 
land fought long and hard on this matter, and I 
thought more than once that negotiations would break 
down. I was surprised, frankly, to see the way 
Rogers stuck to his point. He told me he was merely 
following some of your advice! 

“When I asked him what it was, he replied in that 
rather innocent air he can assume: “To give way on 
incidentals, but to hold fast to essentials.” He then 
explained that he was giving Morland all the cash that 
came from the sale of the shoes they were to sell in 
Boston. He was also going to collect Morland’s ac- 
counts with no charge for the first two months. 

“*Why do that?’ I asked him, more to see what he’d 
say than for any other reason. Rogers answered, with 
a sly smile: ‘It’s like this, Mr. Blunt. His old stock 


’ | NHE letter from Jethro Blunt which so amused 
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BILLY ROGERS > > > 


Shoe Merchant 


would hurt our regular trade if sold in Fretton, so [I'm 
glad to help get rid of it where it can’t hurt us. And 
if I collect his accounts for two months I'll have a chance 
to get a real hold on his trade. So I figured 
that I’d be helping Jack and me just as much 
as Morland.’ Pretty shrewd reckoning, I call it. 

“With regard to fixtures, young Rogers 
rather neatly involved Emery Parker in the ¥. 
matter by offering to accept his valuation. 
Morland agreed to that. Rogers explained to 
me his reason as follows: ‘If I fight over fix 
tures it will make it harder to trade on other 
points. I know the fixtures have little value 
but when Mr. Parker tells Morland that it 
won’t be the same as me telling him.” Well. 
Parker valued them at seven hundred and 
fifty; Rogers was a bit disappointed at that, 
for he had set his mind on get- 
ting them as of no value, possibly 
paying a hundred dollars 
for them. I assure you, 
Brinstead, Rogers has 
been fighting for 
the best trade as 
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if it were his own good money that was to be put up. 

“Morland harped on good-will quite a lot, but Rogers, 
the young rascal, got me tangled in that matter by com- 
ing into the bank with Morland and asking me to tell 
them when a business had good-will and how to esti- 
mate its value. Then that smart young man looked at 
me blandly as he said: ‘I told Mr. Morland that if there 
was any good-will I should expect to pay it, but that 
as neither of us knew enough about it, we 
wanted to put it up to you.’ Morland looked 
very uneasy, but Rogers’ position was so 
sound he didn’t know how to answer him. 

































Beginning next week, an extraordinary new feature 
by HAROLD WHITEHEAD, author of “Billy Rogers” 


Read the special announcement on page 50 of this issue 





“Of course, I had to say that good-will represented 
the amount on which the profit of the business war- 
ranted capitalizing. Morland didn’t like that, but what 
could I do? Your young protégé had me in the em- 
barrassing position of pulling his chestnuts out of the 
fire—or should I say your chestnuts? 

“TI could see that Morland was going to put up a fight 
for some good-will value. But what do you think that 
your Rogers did?”’ He looked sadly at Morland and said: 
“That’s really too bad, Mr. Morland, for I suppose that 
means you should make an allowance to offset the loss 
you have had. I suppose that if you had a thousand 
dollars’ profit I should have had to pay three or four 
thousand as good-will. As you had about a thousand 
dollars’ book loss last year I suppose I should have, say, 
three thousand dollars’ deduction from the purchase price. 
Of course, the loss was really greater than that, for you 
didn’t take your proper mark-downs. But I’m willing to 
forget that.” 

Morland got real provoked, so Rogers graciously 
conceded the point! And Morland agreed to forget 
good-will. I tell you, Brinstead, young Rogers needs 
no guardian these days when it comes to making a 

trade. 

“You may think that Rogers would have 
been satisfied at the trade he had made, and 
I tell you frankly that he’s done 
much better than I expected. I can 
assure you he’s made a very good 
buy, but of course I 
can’t say how well 
he’ll do in the store. 
He’s made Morland 
feel good by telling 
— him of his coming 
marriage in two 
weeks’ time, and ask- 
ing him if he would 
look after the store 
while he was away 
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Two happy for a two weeks’ 
people with honeymoon, and also 
a kindly, if he would be will- 
a ing to advise with 
ahead of (TURN 
them. TO PAGE 86, PLEASE] 





HELPING TO MAK# 


Style 4571 
513 Last 
Made of Ruby Kid 


Style 4461 
Nature Last 
Made of Ruby Kid 





YE an ' EVANS 





The NATURAL 
BRIDGE line is 
carried in stock in 
an extreme range of 
dress and_ sport 
styles — including 
also a line of stout 
sizes. 


All sizes are carried 
in AAA to EEE 
widths. 


Four RUBY KID 
Stock Styles from 
their latest catalog 
are shown herewith. 











Style 4645 
513 Last 
Made of Ruby Kid 
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HNATURAL BRIDGE” 


CUSTOMERS 
REPEAT 


EITHER Craddock- 
Terry Co. of Lynch- 
burg, Va. nor their widely known and sold 
line of “NATURAL BRIDGE” ARCH SUP- 
PORT SHOES for WOMEN require extended 


explanation to the shoe trade. 





We feel sure that the fundamental reason for 
the notable progress of this firm is its pur- 
pose to give memorable value in its product. 


Certainly there is no more logical means of 
consistent sales construction. 


Quite as certainly there is no more logical 
evidence of shoe quality—or any more readily 
recognized by the customer than the quality 
of upper leather used. 


In describing their “NATURAL BRIDGE” 
shoes Craddock-Terry Co. when referring to 
the leathers used, briefly state “Best Quality.” 


We know how exacting are their standards of 
consistent quality because RUBY KID is the 
standard black kid in “NATURAL BRIDGE” 
shoes, and black kid styles form the largest 
proportion of their sales. 


Realizing how much they depend upon con- 
sistent leather quality for helping to make 
NATURAL BRIDGE customers “repeat”, we 
consider their standardizing on RUBY KID 
a notable compliment. 


JOHN R. EVANS & CO. 





CAMDEN, N. J. 
CINCINNATI ROCHESTER MILWAUKEE 
PHILADELPHIA BOSTON ST. LOUIS 


Style 4635 
Brownya Last 
Made of Ruby Kid 





Standardize on 


Cvant Brande 
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The Business Crimes Court 








A new feature for Boot and Shoe Recorder readers by the 


author of “Billy Rogers” 


YEZ! Oyez! Oyez! On April 12th the first session 

of the Business Crimes Court will be held within 

the Boot anp SHOE RecorpER. The first case on the 
docket: The People vs. Charles Green. 

Hear Ye! Hear Ye! Hear Ye! All who have busi- 

ness draw near! Give attention and ye shall be heard! 


District Attorney: “May it please the 
Court, Gentlemen of the jury. You are called 
upon as citizens of this state to say whether 
the defendant, Charles Green, is guilty of the 
crime of injuring the businesses of various 
people with whom he trades—and therefore 
is guilty of. the serious crime of interfering 
with the rightful development of business wel- 
fare.” 


For the first time in the history of business paper pub- 
lishing, an entire problem of business will be thrashed 
out in a series of interesting cases by Harold White- 
head, who needs no introduction to the Boor AND SHOE 

















A trial is in its substance a 
struggle, a battle in a closed 
arena. It is a shock of contend- 
ing forces, a contest which may 
arouse the fiercest passions... . 
Faithfully reported, a trial is a 
living picture, it brings us nearer 
to life than the best literature; 
you hear the voices; it is life it- 
self—Str JOHN 

“Historical Trials.” y 


RECORDER where he has just completed thirty-six weeks 
before the merchant eye in his great serial, Billy Rogers, 
The Shoe Merchant. 


Section I—People vs. Charles Green—April 12th is- 


sue. 
w II—Abbott opens for the Defense—April 
19th issue. 


= 11I—The summing up—April 26th issue. 
_ IV—The verdict and sentence—May 3d is- 
sue. 


We herald this series by Harold Whitehead as one of 
the great contributions to the betterment of business prac- 
tice and so presented as to make it interesting and valu- 
able reading to every merchant and subscriber. Mr. 
Whitehead takes you right into the court-room with all 
of its questions and answers and all of the references 
and evidences needed to score points for or against the 
defense. It is indeed the greatest piece of business paper 
journalism that has as yet appeared. 


ss 


MacDoneELL: 
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ARCH. 


Cha pline-Mayer Shoe Co. 
Milwaukee, Wisconsin 


Gentlemen: 





I wish to express to you 
dence and enthusiasm over 


lieve they 
I can truly sey I be 

on the market at their price. 
upon very heavy weight women, 
through in fine 


You are also to be 
of patterns, workmanship, 
and wide range of 


We figure them not only 
SAVERS. 


WHOLESALE AND RETAIL DEALERS 


Presall, Arizona, 


March 15, 1950 


in this letter my confi- 
“ARCH SAVER" shoes. 


are the best value 
We have given them 

extra hard weer and 
severe tests in the way of eS tae ae 
shape in each instance. 


tyle 
ngratulated upon their s 
ashi flexible construction 
sizes and widths. 


SAVERS aze Sales 


Company 





Saver: 

















ARCH SAVERS but elso SALES 


Dept. 
ager and Buyer Shoe | 
BASHFORD-BURMEISTER COMPANY. 











IN STOCK 


6033—Black Kid One Strap, Lizard Trim, 
Leather Heel, Boulevard Last, AAA-D. $3.26 

No. 60465—Black Kid, Lizard Trim, as pictured, 
only Oovered Heel, AAA-D. 

No. 6620—Brown Kid (Sorrel Brown), Lizard Trim, 
as pictured, Boulevard Last, AAA-D. 


$3.50 
No. 6621—Patent Leather, Mat Kid Trim, as pic- 
tured, AAA-D. . 


No. Dark Brown Kid (Spanish Brown), 
Sorrel Brown Kid Trim, as pictured, only 
Oovered Heel, AAA-D. $3.75 


No. 


No. 6006—Black Kid Gore Pump, 


Patent Trim, 
Oovered Heel, Boulevard Last, AAA-D. $3.75 
No. 6520—Dark Brown Kid (Spanish Brown), 
Sorrel Brown Kid Trim, as pictured, AAA-D. 
Neo. 6521—Patent Leather, Mat Kid Trim, as pic- 
tured, AAA-D. 7 
Ne. 6522—Mat Kid, Patent Leather Trim, as pic- 
, only Promenade Last, AAA-D. $3.75 





Here’s another merchant who has 
found the perfect antidote for 


“walk outs’”—ARCH SAVERS. 








ARCH SAVER 


WOMEN'S ARCH SUPPORT WELTS 


ARCH SAVERS 
Women’s Arch Support Welts 
Admittedly the equal of much high- 
er priced shoes. 
YOUTHFUL VOGUE 
ARCH SAVERS 
Modish Misses’ Welts 
Fine fitting qualities supplement 
their outstanding style. 


MARTHA WASHINGTON 
ARCH SAVERS 
Women’s custom made Turns 


A remarkable combination of style 
and comfort. 


YOUTHFUL VOGUE 


ARCH SAVER 


MODISH MISSES WELTS 


ARCH SAVER 


WOMEN'S TURNS 


CHAPLINE-MAYER SHOE CO. 


MILWAUKEE WISCONSIN 
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Ke male shoe customer 
is a prospective customer 
for a brush and dauber ... 
Repco Brushes and Daubers 
are convenient, durable, 
and easy to handle. Mate- 
rials, workmanship, and 
finish are of the finest. 
Feature Repco Brushes 
and Daubers and in- 
crease your profits. 


For Sale by 
Shoe Findings Dealers 








United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 








Boot AND SHOE RECORDER 
combining THe SHOE RETAILER, April 5, 1930 




















COPYRIGHTED 
BY THE 
LILLY LEATHER COMPANY 





Quality Elk Leathers like any high-grade product has 
its imitators, but there is but one original Sport Elk— 
that unexcelled Elk Leather created by the Lilly Leather 
Co. of Boston and Woburn, Mass., which has acquired 
a reputation for durability and service over a period of 
years, and has become a by-word in the industry. 


Sport Elk is made exclusively by the Lilly Leather Co., 
who hold the exclusive right to the use of the name 
Sport Elk, a protection covered by copyright laws which 
protects the manufacturer and in turn the retailer who 
realize the insurance of consumer satisfaction in repeat 
sales in specifying the use of Lilly Sport Elk. 





plc 
EATHIERS 


Sales Offices ) | ia | i y 

New York, 1 Park Ave. 

Chicago, 128 No. Wells St. ov 

St. Louis, 1627 Locust St. 

Cincinnati, 234 E. Eighth St. = 

Tanneries, Woburn, Mass. LEATHER COMPANY 
192 SOUTH ST. BOSTON, MASS. 
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MESH - BOW 


A Dainty Mesh Bow of Superior Quality and 
Finish. Silver and Green Gold Finishes. 


Price: $6.00 Doz. Pairs (In Gross Pair Lots) 
$9.00 Doz. Pairs (In Lesser Quantities) 


ee eee 


“MADONNA” 














A Popular Three Pearl Ornament Which Is 
Greatly in Vogue Just Now. Available in 16 
Pastel Shades. 


Price: $4.80 Doz. Pairs (In Gross Pair Lots) 
$6.00 Doz. Pairs (In Lesser Quantities) 


Genuine Python Bow 


A Genuine Python Bow of Fine Quality and 
Finish at an Attractive Price. Equipped FOR 
THE FIRST TIME, with Pinch Clasps for Im- 
mediate Attachment to Shoe. 


Price: $6.00 Doz. Pairs (In Gross Pair Lots) 
$7.20 Doz. Pairs (In Lesser Quantities) 


IMMEDIATE DELIVERY! 


DEAUVILLE IMPORT CORP. 
38 W. 32nd St. New York 


Imported English 
Aviator Boots 


In Stock 


Perfect fit and graceful 
lines are the characteristic 
features of these superior 
quality aviator boots. 


B8 1— 17 inches high, fin- 
est quality, tan willow calf, 
full calf lined. Also in 
black. 


Also in stock, Riding, Field 
and Jodhpur boots, and all 


riding accessories. 


Stocked also at 
424 So. Broadway 
Los Angeles, Cal. ¢ 


COLT-CROMWELL CO., INC. 
1239 BROADWAY NEW YORK CITY 




















Students in famous Illinois clinic 


STUDY CHIROPODY 


Many of the world’s leading Chiropodists are former shoe people 
who have followed up their valuable experience at the fitting stool 
with a course ir. Chiropody. Today they are earning from $5,000 
to $15,000 a year. 

The opportunities for Chiropodists are unlimited. In the United 
States there are about 162,000 physicians, about 82,000 dentists, 
but only 5,000 Chiropodists! A virgin field! 

Course only 2 years at best known College of Chiropody in 
America equips you for practice. 16th year. You are ready to enter 
with four years high school or equivalent. Largest foot clinic in 
world — over 16,000 foot cases handled annually, large faculty 
physicians, surgeons, chiropodists. Write for catalog. No obligation. 


mas MAIL THIS COUPON TODAY cited 


ILLINOIS COLLEGE OF CHIROPODY AND FOOT SURGERY 
1327 N. Clark St., Chicago, Illinois 

Gentlemen: Please send me, postage prepaid, latest catalog and complete 
information relative to Chiropody and your school. 


Name 
Street and Numbev..........-.------+--------0----+---+ 
City. 
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THE FASTEST STEAMER IN THE WORLD 
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brought our Vice-President 


H. J. KROTO 


who will now take over the management of our organization here in 
America. 


Knowledge of the requirements of the American Public 

Constant connections with the style centers of the world 

Management of our European organization by the President of our 
company, MR. WALTHER LOEWENDAHL—a world known 
shoe expert 

Technical guidance of our factories by one of the most sought after 
shoe experts of Europe 





H. J. KROTO 


enables us at all times to show you in our office the shoe styles of tomorrow at the low retail price range of 


$3 $4 $5 $6 


For the summer we have created, in cooperation with Viennese and Parisian artists, many new styles 
—delivery can be made on time. 


Our new fall line is now on exhibition in our special showrooms, featuring up-to-the-minute styles in 
reptile and fabric shoes, made according to the highest standards, as well as a $4.00 retail range of 
shoes in calf, patent leather, suede and kid which we created and made extremely popular in America. 


We are the acknowledged source of supply for wholesalers, chain stores, mail order houses and large 
department stores. Complete knowledge of the coming styles makes a visit to our showrooms absolutely 
essential. ASK FOR MR. KROTO—we are certain that 15 minutes’ talk with him will give you new ideas 


and profits. 





Ask for our monthly style review 


Walther foowemmekl Shoe G.Inc 


PROMOTERS OF 


PAN EUROPEAR SHOE EXPORT TRUST 
101 W. 31st St. New York 
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J ADDISON COX is superintendent and buyer of children’s shoes for the 
¢ J. M. Robinson Co. stores, Kansas City, Mo. His article embodies the 
results of twenty years of experience in selling and merchandising children’s shoes. 

“It is funny how long we can stay in our business and still be green in some 
things which we should have learned in the first year,” said Cox, as he told 
how he woke up to the importance of this special work through necessity. 

Starting with his own first born and working with doctors, he succeeded in 
developing practical ideas in designing children’s shoes that have been accepted 


by many manufacturers. 


For two years he personally filled every doctor’s order, but as the trade 


HE idea of footwear to correct defec- 


acceptance is. Fifteen years ago very 
few physicians paid particular attention to their 
patients’ feet, but today no physical examina- 
tion is complete without attention to them. 
It is through the medical profession that the de- 
mand for corrective footwear has become so 
prevalent. 

It is said that only 15 per cent of persons 
examined for service during the World War 
had perfect feet and legs and this, of course, 
directed the attention of doctors to the alarm- 
ing need of remedial measures. 

It is only in childhood that faulty postures 





















































Mr. Cox finds 
about 15% of the 
children coming 
to his store are 
pigeon-toed. Un- 











less the case is ex- 





























treme, requiring a 
doctor’s treat- 
ment, ordinary 
good fitting shoes 
are prescribed 
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developed, competent assistants were trained. 


| H tive posture is not new, but its popular 





can be corrected or rather prevented. It is 
also in childhod that these young muscles 
and tendons, if let alone, may become so 
stretched and distorted that they will arrive 
at maturity with permanent defects. In 
adults about the best we can do is to relieve 
the distress caused by these conditions. 

The children’s shoe department, therefore, 
has found a real duty to perform in cooperating 
with authorities to prevent avoidable defects 
in our future generation and is glorified in 
this wonderful opportunity to render a real 
service to humanity. The entire personnel of 
our children’s department is trained and im- 
pressed with the seriousness of our task. All 
of the leading pediatricians and orthopedic men 
were more than willing to work with us as soon 
as they were convinced of the sincerity of 
our desire to carry out their instructions. The 
ideas of physicians vary slightly as to the 
degree of correction but one soon becomes 
familiar with each doctor’s ideas. When we 
are in doubt about his wishes we call him on 
the ‘phone. However, most of them send a 
prescription by the customer. 

The demand for corrective footwear for 
children exists. All the buying public needs 
is to have confidence in the institution handling 
them and they come almost without being in- 
vited. This demand not only exists among 
the upper strata of society, but among parents 
in every walk of life. Mothers are educated 
to the needs of their children through doctors, 
free school clinics and pre-school clinics. On 
this particular part of our business we are now 
reaping cumulative benefits through our repu- 
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tation for fitting shoes perfectly. For over a 
quarter of a century it has been drilled into 
the personnel of our organization by Mr. 
Robinson that a perfect fit is paramount. It is 
only natural for the mother to turn to us when 
she realizes her child needs accurate shoes. 

There are two general classes of children’s 
feet that come into a store. One is the young- 
ster that is exceedingly pigeon-toed and who 
bears his weight on the outer border of his 
foot. This class should be fitted in ordinary 
good fitting shoes and no attempt at correction 
made unless the foot has indication of ap- 
proaching club foot, then it should be referred 
to a doctor. Only about 15 per cent of our 
little patrons have this type of feet. 

The great majority of children’s feet are 
of the other kind, the type which toes out 
(wing-footed) and which rolls in at the ankle 
and it is this kind of feet which can be greatly 
aided and in most cases entirely corrected with 
the proper kind of footwear if they can be de- 
tected when the child is quite young. The 
trend of the child’s foot posture can be de- 
termined as soon as it begins to stand, and if 
there are indications of weakness, preventative 
measures should be started. 

The posture of the foot is determined by 
the thirteen muscles in the calf of the leg 
whose tendon extensions fasten to the foot. 
When these muscles are flabby or undertoned, 
they allow the foot to pronate or roll in. A 
very interesting point is that after a little ex- 
perience one can tell just about what the foot 
posture will be by feeling the muscles of a 
child’s calf when he is sitting. If the muscles 
are firm, invariably you find good foot pos- 
ture; if they are flabby, you will find prona- 
tion according to the degree of flabbiness. 

Proper footwear with which to overcome 
this is first of all a shoe which fits narrow 
enough in the heel to hold the heel of the foot 
and not permit it to rotate within the shoe. 
When this is accomplished, a wedge of not 
more than % inch on the inner line of the shoe 
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AND SOME TOE OUT ° 


By J. ADDISON COX 












border to the outer border of the foot. This 


releases the strain on the stretched tendons and 
allows the leg muscle to recuperate and | 





heel will throw the weight from the inner if 






strengthen to the posture which is intended. 





Sometimes in extremely weak feet the % 





inch wedge which a corrective shoe should 





have is not sufficient, then a felt pad may be 


inserted on the insole to further augment the 
correction. 
It has been our experience that if a child is 






put in the right first walking shoe and kept 
in them until the age of seven or eight, their 
defects will have been corrected both in the 
feet and knees, provided he is in good general 
physical condition. Ninety per cent of the 
mothers who buy corrective shoes come to us 
either cognizant or suspicious of the fact their 
child needs correction. Ten per cent are dis- 
covered by us and sold the corrective idea. 
This is easy to do. We always find them recep- 
tive due to the fact that “flat feet” have been 
given so much word of mouth publicity since 
the war. 












[TURN TO PAGE 92, PLEASE] 










A much larger 
number of chil- 
dren are “wing 
footed,” and this 
condition can be 
aided by proper 
footwear. A 
wedge heel helps 
to throw the 
weight to the 
outer border, 
where it belongs 









































Distinctive designs and 
the very latest methods 
and equipment allow us 
to give to the shoe 
manufacturer 
the fullest cooperation. 


€= 


Canadian Shoe Manufacturers. 


Our entire line of shoe ornaments 
is manufactured by 


The Smith Nemo Co., Ltd., 
Hull, Quebec 


BRIER MFG. CO. 


PROVIDENCE, R. I. 
vVvvvyv 


St. Louis Representative, 
EDWARD F. O’NEILL, 1701 Locust St., St. Louis, Mo. 


Oh arnt 
A LR 
aerial 
SPECIALIZING IN MASS 
PRODUCTION TO INSURE LOWEST COSTS 
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Making service 
and quality of 
paramount im- 
portance, we are 
in a position to 
consistently sat- 
isfy the exclu- 
sive trade. 


from $2.50 
to $5.00 


Investigate our 
new creations in 
children’s slippers. 


TUPPER SLIPPER CORP. 
200 Tillary St. Brooklyn, N. Y. 

















MANFIELD & SONS 
1629, Chestnut St. 
PHILADELPHIA. 


ALL WIDTHS 


IN STOCK 


ENGLISH 
RIDING BOOTS 








TAN @ BLACK 























SEND FOR CATALOGUE TAN « BLACK 
BUY DIRECT FROM MAKERS 
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NEWLY IMPORTED 
MONTE CARLO SANDALS 


“Reg. U. S. Patent Office” 


for 


IMMEDIATE 
DELIVERY 


Yo. 1031—Women’s Imported Woven Center-Strap Sandal, 
Natural Tan, trimmed and laced with Golden 
Brown, covered cuban heel. Moulded sole, Amer- 
ican last. 
. 1030—As above with White interlacing and trimming. 
' . 1032—Same with Blue interlacing and trimming. 
No. 1031 SF CIF PaO . 1033—Same with Red interlacing and trimming. 
STEED . 1034—Same with Green interlacing and trimming. 
. 1053—Same in White with Black trimming. 
Yo. 1054—Same in all over White. 


C wide—Sizes 3 to 8 


$2.25 


‘o. 910—Natural Tan Imported One-eyelet Tie, interwoven 
and laced with Dark Brown, covered cuban heel. 
Leather innersole, American last. 


C wide—Sizes 3 to 8 
$2.25 


No. 1041—Women’s Imported White Calf Woven Center- 
Strap Sandal, interwoven with Black Calf, cov- 
ered cuban heel. American last, Mackay con- 
struction. New improved Snap buckle. 

. 1040—Same in all over White Calf. 
. 1051—Same in Natural Tan Calf, interwoven with Dark 
Brown. 


C wide—Sizes 3 to 8 


$3.00 


Special 5% discount in 36 pair lot cases of one 
number. Leather Innersoles and Leather 
Covered Heels. 


Wire! Write! Phone! 


- Always Ready to Serve , 
: NAAUATANA Kos ctostslrstelitiletelitetetefited tell PRA 


CKER SHOE CO.Inc: 
! LIVE _ WIRE HOU SE 
z riginalors 
138-140 DUANE ST. NEW YORK Cit¥ 
BOSTON OFFICE: 216 ESSEX STREET PHILA. OFFICE: 17 NO. 4TH STREET 
PITTSBURGH HEADQUARTERS: HOTEL HENRY 


‘Boor anp SHos 


RBwCORDER o 
combining THE SHOE RETAILER, April 5, 1930 59 





























Summer Profits in Rubber Footwear 


With a forward look at the styles in overboots for Fall 


N! )W that the summer 
sports are on the 
horizon, all types of rubber 
soled footwear advances to 


the fore. Baseball 
camp footwear is now in 


and 


production in new and at- 
tractive types. With the 
impulse for color and the 
effective leather shoe pat- 
terns which have been put 
into canvas, an interesting and novel season is forecast. 

With the help of stripes, color and bias lines, the gen- 
eral outline becomes refined. Fancy soles 
and hollow rubber heels seem to have [ 
swayed public acceptance, while many of | 
the strictly sport* shoes are detailing 
gristle and composition features. 

Today much experimenting is going on 
in producing fancy metal plates of all- 
over and modernistic design, which elec- 
trically attract the rubber. Bathing caps 
in lace effects, yardage with engraved patterning and a 
new latex process which looks like leather and defies de- 
tection shows a new era for the use of rubber, also of 
synthetic compositions. 

With the baseball season close at hand and bathing togs 
exploiting new and novel ideas, rubber is receiving much 
attention. The acceptance of fabric for playtime shoes 
has done a great deal to promote the uses of rubber 
footwear. Two-tone color effects and the necessary 
tailoring of the canvas and fabric shoe demand a great 
expenditure by the rubber industry, installing leather shoe 
machinery. The children’s business is growing rapidly 





nee 
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since the rubber interests are styling new types of camp 
and playtime footwear. 

The Prince of Wales oxford and the saddle tie are two 
new features, as is the open counter bathing footwear. 
The use of colored lacings and eyelets is also a new 
thought in beach and sports togs. The regulation base- 
ball shoe is changed only by color detail and introduction 
of beige and red accents. Because of the modified toe 
lasts in leather footwear, many of the rubber stylists have 
followed a refinement of rubber lasts giving all the de- 
sired comfort with proportion and line rightness. 

In overboot wear, many changes in pattern and con- 
struction may be noticed. The refinement of the outside 
designs and the sweep of the line in 
planning reinforcements and back stays 
are indicative of this all important style 
era in women’s protective footwear. 

Many of the rubber companies are 
using direct side openings. This shoe is 
most attractive on the foot, but if over- 
hoots made in this manner open far 
enough to let the foot in with ease, they 
may be too low in the water line. Construction allows 
certain leeway and stretch, but only with the greatest of 
care can this type of boot be used in cheap grades. 

Colored linings have 
come through in capucine 
and green tonings, also in 
the beige and brown tweed | 
effects that heretofcre 
were popular for outside 
fabrics. Rubbers and rub- 
ber oxfords are showing 
splendid patterns. 











Boor aND SHOB RECORDER 
combining THE SHop Rerarume, April 5, 198@ 
























Are you plodding 
along in a rut? 


‘This man took 
: strides to Success 


RE you just puttering along in your job? With 

the J. C. Penney Company, ambitious young 

men have opportunities to win real security. Are 
you one of them? 


R. P. Robinson saw his chance—“1 was working 
in a law office when two good, clean-cut, ambitious 
young men who worked for the J. C. Penney Com- 
pany first spoke of the wonderful opportunity a 
man had there. The more I investigated the propo- 
sition of working for a company which permitted 
its associates to share in the earnings of the com- 
pany, the more interested I became. 

“One day my big opportunity came. I was 
offered a position in the home-town store. The 12 
years I have spent with the J. C. Penney Company 
have been the happiest of my life. 

“T believe that the opportunities for 
































R. P. ROBINSON has won high success since he 
joined the J. C. Penney Company 12 years ago. 
And today he sees in this organization greater 
Opportunities for young men than ever before. 








live young men to succeed with the 
Company are greater today than ever 
before. The Company is expanding at 
the fastest rate in its history; advance- 
ments for men are coming at the rate 
of thousands per year. My own success 
has far exceeded my fondest expec- 
tations.” 


R. P. Robinson has won the ever 








We need young men to 
train for managerships 
of the many new J. C. 
Penney Company stores 
throughout the country. 











higher esteem of his friends and col- 








leagues, and made steady progress to- 
ward financial security. No wonder these twelve 
years have been happy—they have held a promise of 





success that is now fulfilled. 


But You Can’t Reap Without Sowing! Give us 
your earnest cooperation, your best energy . . . and 
your harvest will be success like R. P. Robinson’s. 


This is an opportunity for men between 21 and 
35 years of age... men with a good education, 
sound knowledge of the dry goods, clothing or 
shoe business—and a personal record to be proud of. 






Boor ann SHOR RECORDER 
combining THe SHOE RETAILER, April 5, 1930 61 





Get in touch with us now if you feel that you are 
the kind of man we want. Write to J. C. Penney 
Company, Inc., Attention Mr. J. D. Keyes, Room 
1703U, 330 West 34th Street, New York, N. Y.; 
or Attention Mr. E. M. De Moss, Room 1351U, 
400 S. 14th Street, St. Louis, Mo.; or Attention 
Mr. Wm. H. Dayton, Room 1323U2, Russ Build- 
ing, San Francisco, California; or Attention Mr. 
A. M. Walters, Room 1125U2, Perrine Building, 
Oklahoma City, Oklahoma. 


Drlyo MetaTarsatPaps 


A SIZE FOR EVERY REQUIREMENT 


Thickness 3 16” 


B-1 Without Cement, $1.25 per Doz. ___ Thickness 1/8 Thickness 3/8” 
B-3 Without Cement, $1.25 per doz. B-5 Without Cement, $1.00 per doz. 
No. 2. Same as No. 1 with Tacks, $2.00 per doz. No. 4. Same as No. 3 with Tacks, $2.00 per doz. 


10% DISCOUNT IN GROSS LOTS 
~~F.0.B. OMAHA~~ 


Thickness 3.8” . Thickness 3/8” Thickness 3/16” 
B-6 Without Cement, $ .75 per doz. B-7 Without Cement, $ .65 per doz. B-8 Without Cement, $ .65 per doz. 


ILLUS - 
TRATIONS 


Thickness 3 16” Rights and Lefts 
B-9 Without Cement, $ .75 per doz. Rights and Lefts Thickness 1/4” 
Thickness 5/16” B-11 Without Cement, $ .75 per doz. 


B-10 Without Cement, $1.00 per doz. 


All Metatarsal Pads packed one pair to a glassine hag:12pairs to a Carton 
Yanuracruneo 8¥ CONS HOSE PROTECTOR Co. 


OR/GI/INATORS OF THE SPONGE RUBBER HOSE SAVER 
OMAHA- NEBRASKA 
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PRINTED IN USA 





An outstanding shoe from an outstanding line! 





— - 
en \ The TOURAINE Tie 
ie y (Ot —_> 


p— 








A Sally Sweet Suspension Arch Welt? 


The TOURAINE Tie 


No. 849—Black kid five eyelet tie... eS 
No. 849-6—(Jumbo) same as above.......... - . 3.50 
No. 849-3—Patent leather five eyelet tie... abies 3.35 
No. 849-7—(Jumbo) same as above... 3.50 
No. 849-4—Brown kid five eyelet tie 3.50 
No. 849-8—(Jumbo) same as above.... 3.65 
No. 848-8—White Cabretta five eyelet tie (covered heel) 3.85 
No. 848-31—Lido sand calf five eyelet tie (covered heel) AAA to 

D stocked in Auburn only 3.85 


IN STOCK —AUBURN IN STOCK—CINCINNATI 
AAtoE 3to9 AAA toD 3to9 
Jumbo’s EEE 3 to 10 Jumbo’s EEE 3 to 10 


They actually OR ' Tailor made 
look double meena 2 fit at ready 
their price! SUSparartyanGl | made prices! 








ALFRED J. SWEET COMPANY 


CINCINNATI, OHIO (WAREHOUSES) AUBURN, MAINE 


P. O. Box 37, Station V 
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The TRAVELING 
SHOE SALESMAN | 


< < 


L. IMIG, chairman of the Hotel 

Committee of the National Shoe 

Travelers’ Association, has insti- 
tuted a campaign to procure uniformity 
in “day rates” from hotels in all parts 
of the country. A “day rate” is the 
amount charged by the hotel when the 
room is occupied only during the day 
or fraction thereof, and not used as a 
sleeping room. <A large number of 
hotels now have a fixed charge which 
they make for service of this kind 
which is, of course, much less than 
would be charged were the room oc- 
cupied over night. It is taken ad- 
vantage of by travelers who wish to 
show their merchandise in hotel sample 
rooms during a portion of a day and 
then jump to another city to spend the 
night and be ready for business early 
the next morning. Mr. Imig is in touch 
with hotel associations in all parts of 
the country, in an endeavor to sell them 
on the idea of every hotel establishing 
such a rate. If successful, he will 
have enabled many shoe travelers ma- 
terially to reduce their expenses. 





AX M. ROSE, chairman of the 

Railroad Committee, noting that 
eastern railroads have conceded to dele- 
gates to the American Legion conven- 
tion the right to purchase tickets allow- 
ing them to go to the convention by 
one route and to return to their homes 
by another, is now engaged in seeing 
whether this cannot be made a fixed 
policy of all roads. If he wins his fight, 
it will be distinctly to the advantage, 
not only of the shoe travelers who at- 
tend conventions, particularly the na- 
tional conventions, but to manufac- 
turers and merchants as well. In many 
cases, delegates to these shoe conven- 
tions have business which forces them 
to return through another section of 
the country or by another route than 
that over which they traveled to reach 
the convention. They have thus been 
forced to give up the right to the 
special round trip rate of one and one- 
half full fares. 





EMBERS of the National Shoe 

Travelers and affiliated locals will 
learn with interest that their national 
treasurer, Dave Davis, has returned 
from a sojourn at Hot Springs, Ark., 
where he took three strokes off his 
golf score, established at the Marquette 
course in Chicago, and otherwise took 
his spring training course for the re- 
sponsibilities of shoe selling the re- 
mainder of the year in Chicago, St. 
Louis and the Twin Cities in the in- 
terests of Thompson Bros. Shoe Co., 
Brockton. 

Mr. Davis has established his office 
in The Republic, 209 South State St., 
where some half hundred representa- 
tive units in the shoe trade now have 
either their headquarters or Chicago 
branches. 


< 


F R. MORRIS, factory representa- 
e tive of the makers of Propr-Bilt 
shoes for children, spent two days in 
the children’s shoe department of the 
Hochschild, Kohn & Co., department 
store of Baltimore, Md., giving free 
examinations of children’s feet and ad- 
vising parents as to the means to be 
pursued to see that their children were 
wearing the correct type of shoes to 
assure them of necessary foot comfort. 
Mr. Morris’ presence in the local store 
was part of the service the store offers 
in the selling of Propr-Bilt shoes. 





OM F. KENNEY is covering New 

York City, selling the Ann Elise 
line of women’s welts manufactured 
by the Ault-Shackford Shoe Co., of 
Auburn, Me. Mr. Kenney was with 
Rice and Hutchins, Inc., for a period of 
ten years and, for the last three years, 
has sold the A. H. Berry line. He has 
established his headquarters in the 
Marbridge Building, on 34th Street, 
New York City. 





Ready for the Trail 














This is George Faulkner going to 


work in his new Cord car. Photo 
was snapped on one of the many 
hills around his first base at Hunt- 
ington, W. Va. George covers Ken- 
tucky, Tennessee, Ohio, Mississippi 
and Alabama for the Commonwealth 
Shoe & Leather Co. By taking out 
the back seat he is able to carry a 
complete line of 175 samples 
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NEWS 
of the ROAD 


R. MARTIN, who has been cover- 

* ing the Middle West and th 
Northwest for the Crossett Shoe Co. 
of Augusta, Me., this season has cut 
down his territory considerably in orde: 
to be of better service to his trade. 
He is confining his selling activities to 
the states of Michigan and Iowa, in 
cluding, also, the western half of Ohic. 





FFICERS of the Buffalo Associa- 

tion of Traveling Shoe Salesmen 
for 1930 are as follows: President, 
Charles Craney; vice-president, Mer- 
cer C. Hufford; secretary and treasur- 
er, Harry J. Deters. The office of the 
secretary is 242 Timon St., Buffalo. 





D®: H. F. ETTINGER, formerly in 
charge of American sales for 
Walther Loewendahl Shoe Co., Inc., 
New York, and Otto Newman, who 
represented this company in the ca- 
pacity of salesmen, are no longer con- 
nected with the organization. 





Orr MENNES is now representing 
the Florsheim Shoe Co., of Chicago 
in Washington, Oregon and California, 
selling the new line of Florsheim shoes 
for women. He entered on this new 
connection about March 1, prior to that 
time having been associated with the 
Roth Shoe Manufacturing Co., of Cin- 
cinnati. 





HARLES E. WILSON of Indian- 

apolis, one of the veteran shoe 
travelers of the country, living in In- 
dianapolis, is receiving the congratula- 
tions of his friends on his return to 
the road after an absence of nearly two 
years, during which time he has been 
incapacitated by illness. Mr. Wilson 
is covering his old territory, the state 
of Indiana, for the Goodwill Shoe Co., 
of Holliston, Mass. 





EWIS F. PELL of Newark, N. J., 

and Henry G. Currier of Newbury- 
port, have joined the sales force of the 
Vulcan Last Co., Mawhinney branch, of 
this city, and have left for their terri- 
tory. They will handle women’s shoe 
lasts. Mr. Pell has been with the 
Vulcan forces in the St. Louis field 
and Mr. Currier more recently has been 
associated with a Lynn concern. 





R. DRUMMOND, chairman of the 
¢ Transfer and Baggage Commit- 
tee, has investigated several cases in 
which trunks or grips have been either 
lost or improperly handled by transfer 
agencies in several cities. In most 
cases, letters to the companies in ques- 
tion have resulted in adjustment and 
in so changing the methods of handling 
luggage that a recurrence of these ac- 
cidents is unlikely. 
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'Relief for 
y Itching Feet- 


vA 





‘oes ne &W 


Thousands of people in your community are sufferers 
of this most annoying foot condition. 





Dr. Scholl’s 
Solvex 


Wholesale, $8.00a Dozen Retail, $1.00 a Jar 


THE SCHOLL MFG., Co., INC. 


213 W. Schiller Street, Chicago 


62 W. l4th St., New York 
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“Gym Foot” 
“Golfer’s Itech” 
Itching Toes 
Ringworm on the feet and 


between the toes 


HIS is the most prevalent of all skin diseases. 

Nearly one-half of all people have it, but it is 
especially common among athletes, golfers and those 
who frequent public beaches, showers and pools. It 
is caused by a fungus infection and is often mistaken 
for eczema. 


It is a most annoying disease, causing a softening, 
whitening and peeling of the skin and intense itching 
between the toes, on top of the toes and on the soles 
of the feet. This condition, if not treated at once, may 


spread to ankles and other parts of the body. 


This infection stubbornly resists most treatments, 
but all symptoms quickly disappear under treatment 
of Dr. Scholl’s Solvex—a specially prepared ointment 
which effects a complete cure of this and similar con- 


ditions. 


Stock up on Dr. Scholl’s Solvex now and keep it 
displayed. You'll make immediate sales, a fine profit 


and you'll make friends. 


112 Adelaide St., E., Toronto 


190 St. John St., London, E. C. 1 
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THERE was a 4.2% increase 
in Sport Shoe production in 
1929. The demand for men’s 
and women’s sport shoes 
promises to be even greater 
during the coming season. 
Snap up the appearance of 
your sport footwear with 
Diamond Brand Visible Fast 
Color Eyelets—they’re both 
decorative and practical. 


MBER 3 
& % 


DIAMOND BRAND Visible FAST COLOR EYELETS 
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Made of 
ERIC GRAIN 
by 
Frank Barber Shoe Co. 
Long Island City, N. Y. 


yay ae 


ag 


’ 


18th Green at the Palm Beach 
Country Club, Palm Beach, 


Around _ 


Sporr CENTERS 


with 


Ric ORAIN 


Down to Florida we travel and find a majority of the 
visitors attired in sport footwear fabricated from 
ERIC grain. Small wonder that this superb leather 
GRAND finds such ready acceptance for its distinctive grain, 


light weight, comfortable feel and smart colors go 
a long way to make it the most popular sport leather 
of the industry. 


=(“arl €. Schmtd? & (6= 


DETROIT 
Tanners of the Schmidt Calif Leather 
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Hundreds of Retailers Have Asked: 
“Why can’t we buy Elamway Shoes Direct from you?” 


ELAM WAY 


(Cemented Soles) 


FOOTWEAR 


THE ANSWER: 


For 25 and more years we have made high grade Infants’ and Children’s shoes for YOU, 
with distribution through the BETTER Wholesalers. You could buy Elamways no cheaper 
and by our plan of distribution every good Wholesaler, from Coast to Coast, is in actual 


effect our own 
IN STOCK DEPARTMENT 

















ON’T overlook the important fact that you can now buy a complete run—Infants, 2 to 
5, Child’s, 5 to 8, and Large Child’s, 8144 to 1l—in ELAMWAY CEMENTED EX- 
TRA-FLEXIBLE SOLE shoes. 





No Tacks IN 
No Nails ELAMWAY 
No Stitches SHOES 


More Flexible Than a Turn, and Better Made. 


x “All the king’s horses and all the king’s men” CAN’T 
A Bendeome Now Blamnay PULL THE SOLES OFF. 


B-3847—Light Smoked Elk; sid 
eee cont elt ee Oe —- You can GUARANTEE that! We de. 
today. 


“1 OIs” 






Write for Samples or Place Order! 


Insist on Your Jobber’s Salesman Showing You. If 
he can’t “Show You,” we can. In that case write us. 














The “Ole Fashioned” The Proven Better 
Way Elamway 
ELAM 
Trade Mark 
A Turn—soles casily rip off. No pro- ; Unless you’re a horse and buggy fan 
gress since the days “befo’ de Wah”. you'll at least investigate—and be fair 
Why be blind to progress? to yourself. 





F. S. ELAM SHOE CO., Inc. 


Rochester, New York 
y. ©. Sen tence TWO BIG FACTORIES —, -4y 
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Style Leaders in the Field of 


“Footwear that Fits” 


For more than Forty Years WILBUR COON SHOES 
have brought “Comfort” in Good Footwear to the Women 
of America—and now—and for ten years past—they bring 
“Comfort” plus abounding “Style’—not the ultra for 
women of unmeasured means, but for the average woman, 
whose heart desires the mode of the times, and whose feet 
tell her that the shoes she wears must be easy and perfectly 
fitted. 


WILBUR COON SHOES spell more customers who must 
have the qualities described—and Added Profits and more 
Repeat Customers. 


WILBUR COON SHOES not only feature 
Good Appearance 

Valued Comfort 

Perfect Fitting 





Drop a Line for 


and Spring Stock Catalog 
] ] and Request for a 
Unusual Value y Sales Embassador 
but also place at your dis- to Pay a Call 








posal a 





STOCK DEPARIMENT 


Featuring Special Fitting and Styleful Shoes for Women in 
SIZES 1ito12 .. . . WIDTHS AAAA to EEEEE 


37 Canal Street 
ROCHESTER, N. Y. 
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SHOES that conform to the original design must have 
heels that are uniform. Heels that are not uniform—that 
vary in measurements—do not fit the shoes and detract 


from their style and beauty. 


MEARS’ HEELS are the most uniform wood heels 
made. Exclusive machinery and methods insure accu- 
rate duplication of models. Variations which may affect Look for this 


trade-mark on every 


the style of the shoe are practically eliminated. heel seat 


Fred W. Mears Heel Company, Inc. 


AUBURN. MAINE ST. LOUIS, MISSOURI COLUMBUS, OHIO AUBURN, NEW YORK 


Associated Companies: 


Conway Wood Heel Company, Conway, N. H. Maple Wood Heel Company, Newburyport, Mass. 
Merrimack Wood Heel Company, Salem Depot, N. H. Fellows & Company. Brentwood, N. H. 
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IN STOCK 


AAAA’S TO C’s I's To 9’s 


i Mai ks IN STOCK 


AAAA’SsS TO C’s 1's TO 9’s 














Write for a complete catalogue Write for a complete catalogue 


square toe patterns 
that are selling fast! 


They’re selling fast for us 
and they’ll sell FAST for 
YOU. They’re styled to 
the minute—they fit 
beautifully —and they 
The JUNO fear NO COMPETI- The PATSY Center Buckle 


Built over 73 last with 13/8 hecl TION. They’re selling Built over 73 last with 13/8 heel 
Black calf with patent underlay and trim.$4.25 Lido sand kid with Lido sand calf trim....$4. 
Lido sand calf oe beige water snake faster NOW than ever 27 White kid =< 
underlay and trim 4.25 b f ! 28 Patent with black calf trim....... , 
Beige water snake with Lido sand kid etore. Lido sand kid with suntan calf trim 
underlay and trim Suntan kid with Lido sand trim 
Sun beige water snake with beige kid Madrid brown kid with Lido sat 
underlay and trim 4.25 trim 
Brown calcutta lizard with sardonyx abbo Patent with Lido sand calf trim........... 
underlay and trim 4.25 White kid with patent trim...... . 
Patent with Hematite abbo underlay and 5 White kid with Lido sand calf trim 
trim . 4.25 Suntan snake with suntan kid t ; 


~~ 


























NNWNNN 
AUAAA 











FVsAAA 





NNNAN PO 

















The MELODY Pump 
Built over 73 last with 13/8 heel 
Patent 


r _* af % 372 Patent leather with black calf strap ° 
A agl = kid ¢ Lido sand kid with Java brown kid strap 4, 
Java oo. kid a 74 White kid with white lizard strap............ 4. 
Mestical Slee kid ae 375 Dull black kid with patent strap. i 


Dull black kid .... 
AAAA’s to C’s 
I’s to 9’s 


The GLORIA 


3uile over 73 last with 13/8 heel 























The HOLLYWOOD Tie The DIXIE Sandal 


Built over 73 last with 13/8 heel Built over 73 last with 


Java Brown kid with 
Lido Sand kid trim....$4.25 
Lido Sand kid with 
Java brown kid trim.. 4.25 
Dull Black kid with 
light grey kid trim.... 4.25 
Patent with Lido Sand 

4.25 


kid trim 


Fd 
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Cincinnati, Ohio 


heel 
884 Patent with black cal 


trim 


“Wire Write £2°Phone & — 
The Qin Mail Shoe Company $06 Lido sand 


887 Riviera blu 
lizard trim 





This 1s a true white season x 


white will be seen everywhere 


and atall hours of the day x 


The season will be longer 


ARE YOU PREPARED FOR IT? 


cAmalgamated Leather Companies, Inc. 


Offices:319 Arch Street, Philadelphia;xx Factories, Wilmington,Del. 








SUPREME IN 


color 


SUPREME IN 
white 
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You know 


THAT THE BEAUTY OF QUALITY 
AND THE LASTING FIT OF FINE SHOES 
MEANS SAFER PROFITS... . 


























ALMIRA—lIliustrated with a Sun Tan Kid vamp and quarter, Rajah lizard saddle. Leather 
heel. Available in all leathers and colors. Made to order—four weeks delivery. 


Nothing but a well-fitted quality shoe will retain its fit. And maybe thousands of 
merchants aren't finding this out!! If you haven't experienced the satisfaction of 
fitting Stanley Duttenhofer shoes, you have missed one of the greatest things in the 


shoe business. 


The STANLEY DUTTENHOFER SHOE Co. 
CENTRAL PARKWAY CINCINNATI, OHIO 


CHICAGO OFFICE: LOS ANGELES OFFICE 
Charlie Osler, Great Northern Hotel Charlie Farthing, Lankershim Bldg. 


“TAIABLE TO VHE LAST PAIR’ 
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CCELERATE YOUR SPRING SELLING ! 
A Better Break in PROFITS for YOU by using our 


IN STOCK SERVICE freotentry 


The New S Styles > 

that fuged on besa aOCHESTER 
taste and at prices 

not too high for 

the average 





“WISP” 


Special Process . 
20/8 Heel 
B-425—Genuine Beige 
Snake with Brown Kid 
Quarter and Strapping 
on V; $6.25 


GENUINE 


“SONOMA” 


Special Process 
18/8 High Cuban Heel 


“ ” B-453—Genui Black d White Rajah ‘N 
FLARE Ait Genuine, Blast, and White Rates IN STOCK 
Special Process 
21/8 Heel 


B-342—Genuine Beige 


ED cnisciceenal $7.00 IN STOCK SIZES 


REPTILIANS 








Terms Net 30 Daye 
Twenty-five cents additional for 
orders of less than three pairs. 











Order Today—receive In Stock Cata- 
logue. This will place you on our Mail- 
ing List to receive Stock Bulletins and 
Latest Fashion Information. 


THE MENIHAN COMPANY |  «aramo” —_ 


In-Stock Department 90/8 Hel black 


ROCHESTER, N. Y., U.S. A. ay gy of bi 


Kid Quarter $6.00 on a 
Makers of Menihan Arch-Aid Shoes oper 


“SUSAN” Write for Agency Proposition ro 


Special Process EEE with 
20/8 Heel way 


B- tr with Grey Snake Calf rocco 
ES BO PR $4.75 lappi 
Pn Metal Calf with Grey notev 


L 


P11 
San Francisco Office four 


PLaza Hore. Pitts: 
H. 8. KUSHINS next : 
New York Office Detroit Office acy 


THs HOLLENDEN Hore. 846 MaRBripop BLpo. DerroIT-L&@Lanp Hore. buildi 
uli) 


A. F. JENKES B. W. MOYLAN 0. G. SELLERS 6 
ices 
Pitteburgh Office Los Angeles Office New Badiens § Oates h 1 
Huwey Hors. 111 East 8TH 8 Daars 1eadc 
iT. Nengpmaneen ii Mass. store 
W. A. BARNEY 0. B. VAN DE GRIFT ELLIOTT LA MONTAGNE , 


Nortl 
Krieg 
ters il 
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EVERY WEEK 








Patent Leather 
Enjoys Favor in 
New York Stores | 


NEw YorRK—A _ decidedly upward 
trend in the sale of patent leather 
footwear is being noticed by New York 
vetailers, and this leather is particu- 
larly popular just now in all grades 
of shoes, especially when trimmed with 
a touch of reptile or colored kid. 

The use of contrasting leathers for 
bows or appliqués is stressed on sev- 
eral interesting step-in models. Patent 
leather has been a very quiet factor in 
the retail business since last spring, 
but from all reports is now steadily 
acquiring strength and is expected to 
reach volume proportions in the coming 
month. 

Navy blue is sponsored by many 
stylists as a complement to the white 
vogue which is predicted for summer 
wear, and retail shops are counting 
on the darker shades of blue footwear 
to sell well. One Fifth Avenue shop 
states that patent leather is a leader, 
with navy blue next in importance and 
brown kids a close third. 

Bergdorf-Goodman is showing a line 
of novelty leathers, such as pin seal, 
morocco and ecrasse kid—leathers 
which have been heretofore used chief- 
ly in handbags. A step-in pump in 
black pin seal with a novel pleated bow 
of black salfskin edged with silver, 
on a low-cut pattern; a black linen 
opera employing a wide perforated 
trim and tip piece of patent leather, 
with a collar band extending only half- 
way around the top; and a blue mo- 
rocco one-strap with strap and over- 
lapping appliqué of beige lizard, are 
noteworthy. 


Leases New Headquarters 


PITTSBURGH, Pa. (UTPS)—With 
four stores operating now in the 
Pittsburgh district, and one to open 
next week in New Kensington, a suburb 
of Pittsburgh, The Lester Shoe Stores 





has leased the entire fifth floor of the 
building in 928 Penn Avenue for its of- | 
fices and as a wholesale distributing | 
headquarters. The company’s main | 
store is at 117 East Ohio Street, 
Northside, and in charge of Lester 
Krieger, who will have his headquar- 
ters in Penn Avenue Building. 
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Announce Styles Conference Plans 


| Joint Meeting of Industry to Be Held Tuesday, April 29, Fol- 


lowing Session of Retailers Monday—Tanners to 


Show New Leathers 


New York.—Plans for the semi- 
annual meeting of the Joint Styles 
Committee are crystalizing under the 
direction of Milton G. Harper, of Phil- 
adelphia, acting general chairman of 
the Styles Committee of the National 
Shoe Retailers Association; John C. 
McKeon, chairman of the manufactur- 
er’s committee; Fraser M. Moffat, 
president of the Tanner’s Council, and 
Frank J. King, of the National Shoe 
Travelers’ Association. Mr. Harper is 
substituting for J. Gordon McNeil, of 
Boston, the general chairman of the 
N. S. R. A. committee, who is unable 
to serve because of illness. 

According to an official announce- 
ment, the meetings of the committee 
will be held at the Hotel Astor, New 
York, Monday, April 28 and Tuesday, 
April 29. On the first day the retail- 
er’s committees on men’s, women’s and 
children’s styles will assemble under the 
direction of their respective chairmen, 
and, in cooperation with stylists, ex- 





Prosperity Pick-Up on 
Coast 


San Francisco, Cal. (UTPS)— 
The San Francisco area, Oakland 
in particular, is leading the “pros- 
perity pick-up,” according to re- 
ports of Norman H. Sloane, gen- 
eral manager of the State Cham- 
ber of Commerce. The only other 
Pacific Coast city that approaches 
Oakland in the percentage of in- 
crease in retail sales over the 
corresponding period of 1929 is 
Portland. In the analysis, Mr. 
Sloane pointed out that new 
roads and bridges are providing 
employment for thousands, public 
utilities are expanding their ser- 
vice and installing new natural- 
gas equipment, recent rains have 
banished the fear of moisture 
shortage, crops are reported far 
ahead of last year. 


| are 














perts on color and materials draft their 
programs for the coming fall and win- 
ter. These committees welcome the 
presence and participation in the work 
of building the style programs of all 
retailers and shoe department store 
buyers. 

On Tuesday morning, April 29, the 
large general meeting of the committee 
will be held in the Belvidere room of 
the Hotel Astor, where there will be 
presented several interesting and pic- 
turesque demonstrations by models who 
will portray the trend of fashion in 
colors, materials and shoes. Several 
outstanding speakers of national re- 
nown as fashion delineators are ex- 
pected to address the meeting. 

The usual style luncheon will be held 
at noon, under the same plan as was 
followed at the meeting last fall, which 
proved so satisfactory. It is desirable 
that reservations for the luncheon be 
made in advance to the National Shoe 
Retailers Association, 8 South Michi- 
gan Avenue, Chicago. Luncheon cover 
charge will be $2 each. 

One of the attractive and highly in- 
teresting features of the two day’s 
meeting will be displays of American- 
made upper leather by tanners who are 
members of the Tanner’s Council. This 
will be the fifth display of American 
leathers held in connection with the 
joint style meetings. 

The displays will be made in the 
Grand ballroom of the Hotel Astor, all 
the space of which will be required for 
the showings. Here all the new colors 
for fall and winter footwear will be 
available for inspection and study, and 
representatives of the tanners will be 
present to consult with and advise as 
to color trend and materials that will 
be in vogue for the coming season. 

These displays have proved of great 
interest to all manufacturers, and they 
of exceptional educational value 
and interest to retailers because of the 
great factor color is in merchandising 
shoes today. 

A further announcement is expected 
from the committee shortly. 





TO MEET THE ul 


PRESENT VOGUE IN 
OOTWEAR DECORATION 


we present a few of our 
many designs in 


"> « BOWS > © 


AANA 








No. 9750 rhinestone bow $12 


per dozen. 


Ho 
Ousle 
ment 
presi 
Assor 
banq 
Braz 

G. 
depa. 
Ike 
tary; 





No. 9741 rhinestone side clamp 
$12 per dozen. 


“ATALIE*’ 


An attractively designed oxford 
for spectator sports wear, an aris- 
tocratic yet extremely comfortable 
foot covering for the warm 


No. 9762 cut steel bow $12 per weather. 


Armstrong Shoes receive immediate 


acceptance because they combine the 


nnn 


very essence of good taste and distinc- 
tiveness. Certain in-built features as- 


No. 8261 mesh bow $6 and $7 sure a lasting, perfect fit; hence satis- 


per dozen. 
fied customers. 


In Nickle, Silver Ox, and 
Copper Ox. . 
Sample line cheerfully 


Samples on Request 
. forwarded on request. 














~\ S 
French Beading & Novelty Company 


Manufacturers and Importers of Rhinestone Beaded and Cut Steel Shoe 
rnaments 


226 So. Fourth Street Philadelphia, Pa. 


a, 
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Wire or write. 


D. Armstrong & Co., 


155 Exchange St., Rochester, New York 





KN 








SDN 


NU 


BooT AND SHOE RECORDER 
combining THE SHOE RBTAILER, April 5, 1930 


i) 





ee 


SUCCer er eeerree 


verry ee 





Merchants Form Local Association 





Organization meeting of Houston shoe dealers was attended by repre- 


sentatives of outstanding stores. 


D. L. Ousley, seventh man on the 


first row from the left, is president of the Houston Shoe Men’s Asso- 
ciation 





Ousley —_ Houston Shoe Men 


Association Organized at Enthusiastic Meeting of Retailers 
Representing More Than 35 Outstanding Stores 


Houston, Tex. (UTPS)—D. L. | 
Ousley, manager of the shoe depart- 
ment of Ladin Company, was elected 
president of the Houston Shoe Men’s 
Association at an organization meeting, 
banquet and entertainment in the 
Brazos Hotel, March 20. 

G. M. Crawford, of Foley Bros. shoe 
department, was elected vice-president; 
Ike Keller, White House, Inc., secre- 
tary; Ben Deutser, United Shoe Stores, 
treasurer; Sam Epstein, Rolle, Jewett ! 
& Beck, chairman of membership 
committee. More than 35 Houston shoe 
stores were represented at the meeting. 

Mr. Ousley said that he was sure the 
organization would result in a more 
friendly feeling between Houston shoe 
dealers and said that the whole shoe 
industry of Houston would profit by 
the movement. Meetings will be held 
once a month to discuss problems con- 
fronting the footwear men of Houston 
and arrange for social contact between 


Wessel Co. Opens Branch 


BALTIMORE, Mp.—A new retail shoe 
outlet has been added to this section by 
the opening of a branch store at Dun- 
dalk by the Henry Wessel Co., 1000- 
1010 South Charles Street, Baltimore, 
Md. Women’s, misses’ and children’s 
shoes of the same quality and within 
the same price range as that prevailing 
at the main store are carried in the new 
Dundalk branch. This is the first time 
in the Wessel company’s business his- 
tory of more than sixty years that a 
branch store has been opened. 


Shoe Store in Bank Building 


MINNEAPOLIS, MINN. (UTPS)— 
French, Shriner & Urner have leased 
the ground floor in the Northwestern 
National Bank building, which is to 
open in April. This is a structure 
covering half a block and one of the 
largest in the city. It is in the bank- 





ing district. 
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the shoemen and allied establishments 
of the city. 

Shoe stores of Houston represented 
at the meeting included Harris-Hahlo 
French Booterie and basement store, 
Hammersmith’s, Paul’s, Walkover, 
Foley Bros., Sterling Shoe Store, Mc- 
Creary’s, Buckley’s, Bon Ton, Shot- 
well’s, Nisley’s, Beacon, Sakowitz Bros., 
Levy Bros., Krupp & Tuffly, Rolle, 
Jewett & Beck, Munn’s, Nathan’s, 
Steven’s, Paris Bros., Florsheim, Chan- 
dler’s, Ladin Company, Franklin’s, 
Byrd’s, Baker’s, United Shoe Store, 
Columbia Dry Goods, White House, 
Sweet Sixteen, Family Shoe Store, A. 


M. Levy, Economy, Sam Cohen and | 


Shotwell’s Annex. 


Production Increasing in 
High Grade Factories 


CINCINNATI, OHI0O—Production at 
shoe factories in this district for the 
month of March was fairly high. Ship- 
ments were much heavier than during 
the first two months of the year and 
during the last half of March, a nice 
volume of rush shipments were handled. 

The shoe manufacturing business 
seems to have suffered less than many 
other large industries located in this 
industrial center, during the past three 
or four months. In the last forty-five 
days most of the factories specializing 
in low-priced novelties have operated at 
capacity, and production has been in- 
creased at a number of the plants mak- 
ing up high-grade footwear. Specialty 
factories have been the busiest, one 
sales manager reporting his factory 
sold up until July 1. 

A great deal of the cutting done dur- 
ing recent weeks has been on white 
calf. Suntan and Lido Sand have been 
called for in nice orders and the bright- 
er shades of green, blue and yellow are 
evidently expected to be good later on 
in the spring. White and black and 
white and tan are the favorite combi- 
nations for sports’ wear as shown by 
late orders. 
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FRADE MARK 


.. _RSG.U.S. PAT. Orr.” . 

Scientific Health Shoes 
« forChildren , 
Insure Normal Feet 











different sizes 
of Children’s Shoes 
In Stock TODAY 


All Genuine Goodyear Welts 


All 3/5 and 5%/8 very flexible Spartan 
Gold Spot soles. 


All 8%/11% and 12/2 except Style 115 are 
very flexible oak bend soles. 


Style 115 8%/11% and 12/2 Gristle sole. 


All soles stitched aloft except 12/2 leather 
his is channel bottomed. 


Sole leather box toes on all except soft 
toes on 3/5 run. 


Sole leather counters. 
Full grain Calf, Elk and Patent 


Kid quarter lining all low shoes. 


Style 122—Patent Center 
Buckle Strap 


PRICES ON ALL STYLES 
Width C-D B-C-D B-C-D A-B-C-D 
Size 3-5 5%-8 8%-11% 12-2 
Cost 1.80 2.10 2.40 2.85 
Can be retailed at-—— 

3.00 3.50 4.00 4.50 


Average profit 38+ % on retail selling price 
Terms— 6% 10 days—net 30 


West of Rocky and East of Allegheny 
Mountains, 5% 20 days—net 40 


Write for Catalogue. 
Twelve Styles in Stock. 


"THE JUVENILE SHOE CORPORATION 


OF AMERICA 


Aurora Missouri 





LOOK for TRADE-MARK 


ON EVERY 
GENUINE PAIR, 


FOR BIGGER PROFITS— 
SATISFIED CUSTOMERS— 


SELL 


TRADE-MARK 


Advertised in Eight Great Magazines 


The original Deauvilles started the woven sandal vogue. They have maintained, sea- 
son after season, the top-notch of quality in fine leathers and hand-workmanship. 
The modish Deauvilles change in style to meet the fashion needs. 


Because of their better construction, their rigid arches and reinforced woven edges, 
genuine Deauvilles give the service your customers expect of high-grade shoes. And 
they’re made to fit—to fit right—built on American lasts with narrow-fitting heels. 


Genuine Deauville Sandals are stamped on the sole with the famous “Deauville San- 
dals” trade mark. This trade mark is fully protected by registration—as is the word 
Deauville when used in connection with footwear—and is featured in over 30,000,000 
advertisements during 1930. 


GOLO SLIPPER COMPANY 
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Western Merchants in Conference 








Here are the Brown Shoe Company store plan operators from California, 
Nevada and Idaho, who recently met in San Francisco at their annual 


conference. 


J. O. Moore, director of the store plan group, conducted the 


meetings, which were attended by the independent store operators in this 
territory 





Sorenson in New Location 


St. PAUL, MINN. (UTPS)—Sorenson 
Shoes Stores, Inc., 67 East Seventh 
Street, is to open this week at 413 
Robert Street, after 13 years at the 
present number. The firm has a branch 
shoe store as a department of a store 
in Stillwater, Minn. It does a consider- 
able mail order business and specializes 
in the lower price goods. Mr. Sorenson 
has been in the shoe business nearly 
30 years. 


Claim Exclusive Right to 
Kafsted Name 


Stedfast Rubber Company 


BOSTON 
of Boston has 
statement: 

“There seems to be quite a little con- 
fusion in the shoe trade regarding the 
word Kafsted. This word is being 
applied to various. substitutes for 
leather that are used for quarter lining 
purposes. 

“The word Kafsted is owned and 
copyrighted in the United States and 
foreign countries by the Stedfast Rub- 
ber Company, Inc., of Boston. This 
company placed it on the market in 
1927. The combination of the word is 
Kaf from calf and Sted from Stedfast, 
the firm name. It is a coined word 
which can only be used by the Stedfast 
Rubber Company, Inc.” 


issued the following 


Extra Dividend Declared 


SAN FRANcIScO, Cat. (UTPS)— 
Frank Werner, head of Frank Werner 
Co., announces that the directors of the 
firm, in addition to declaring the reg- 
ular quarterly dividend at the rate of 
7 per cent annually on the three out- 
standing classes of stock, have like- 
wise declared an extra of 3 per cent 
on the first preferred and on the com- 
mon, dividends being payable April 1. 
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| Isaac H. Sawyer Elected Mayor 
of Ormond, Fla. 


ORMOND, FLA.—Isaac H. Sawyer, 
former vice-president, sales and adver- 
tising manager of the Brown Shoe 
Company, St. Louis, and also former 
president of the St. Louis Shoe Man- 
ufacturers and Wholesalers Association 
and of the Western Association of 
Shoe Wholesalers, has been elected 
Mayor of Ormond by the largest vote 
ever recorded in this city. 

Mr. Sawyer has extensive real estate 
holdings in Ormond and he was elected 
on a platform pledging a clean, honest 
business administration and a better 
city in which to live. 

Widely known throughout the shoe 
industry by reason of his connection in 
the capacities mentioned, Mr. Sawyer 
has likewise been closely identified with 
other business interests and has been 
active in a great many business organ- 
izations, having served as president of 
the Manufacturers and Exporters As- 
sociation of St. Louis, the St. Louis 
Advertising Men’s League, the Sawyer 
System, manufacturers of Sawyer Foot 
Covering at Lynn, Mass., and the Essex 
County Agricultural Society. He was 
also vice-president of the Associated 
Advertising Clubs of the United States, 
vice-president of Max Oscher Com- 
pany, New York, and of the Massa- 
chusetts Fairs Association. 


Lou Grossberg Goes with 
McCurdy 


RocHESTER, N. Y.—Lou Grossberg, 
for some years manager and assistant 
to Harry Hess in buying shoes for the 
Bedell Company, New York, on March 
1 became buyer of the basement de- 
partment of McCurdy’s, Rochester de- 
partment store. In Bedell’s he worked 
with Guy L. Bogard, who recently be- 





came manager of McCurdy’s women’s 
and children’s shoe department. 
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Dou by -Arch 
Wear noes ees 


Shoes 





Patents 
Applied 
for 
Copy- 
righted 


(C) Musebeck WEAR-STRAIGHT insole, 
shaped to give perfect foot balance. Result: 
Outsoles wear straight across the bottom in- 
stead of wearing thin to wedged shape at 
outside ball 


(D) Thick, mellow insole, shaped to Meta 
tarsal Arch A permanent solid leather arch 
that fits the normal foot and does not col- 
lapse 


(E) Imported hair felt, chemically treated. 
An insulation against dampness, cold or heat 


La Salle 
—bal. 


017—Tan Kaffor Calf Bal Oxford......$4.60 
018—Black Kaffor Calf Bal Oxford..... 4.50 


Wall Street 
—blu. 


03—Tan Kaffor (Mellow) Calf........ $4.60 
04—Blk. Kaffor (Mellow) Calf mets 

804—Arch Support Insole, same as above 4. "85 
05—Tan Kid, Fair stitch .. 4.85 
06—Black Ruby Kid, fudge edge 4.50 





Terms 2 30 Days Net 


SHOE COMPANY 


DANVILLE, ILLINOIS 


To 10 Days. 








BUY IN 


5393—Patent with Python and Gun Meta 
striping 22/8 Spike Heel. 

5394—Same in 15/8 Cuban Heel. 

5395—Kaffir Kid with Python and Pat. 
Striping ry Spike Heel. 

in 15/8 Cuban Heel. 

5397—Brocade Satin with Silver Kid and 
Satin Striping 22/8 Spike Heel. 

5398—Same in 15/8 Cuban Heel. 

5399—Parchment — Almora Striping 
22/8 Spike 

5400—Same in On “Cuban Heel. 

All Stage ie in Stock for Immediate 
Delivery—Widths B and C. 


$2.85 


















All One Price 





NEW YORK 


THe NEW 








Goodyear Welt Sport Oxfords 
Duflex Soles and Heels 

A to C—3 to 8 

In Stock at $3.25 


£0700 Smoke Elk, Tan 
Calf Trim 


$0703 Tan Calf, Tan 
Lizard Trim 


$0705 “eS Elk, White 





20706 at ._. Blk. 
Calf T 





116 Duane Street 
New York City 


CONCORD SHOE CO., Inc. 





Genuine Grey and White Rajah Lizards 






In Stock AA to C 
By April 10th 


7030—Genuine grey and white 

Rajah lizard vamp, sil- 

ver kid piping, black 

kid trim, center 4 

modified toe, high gr 

turn. 20/8 Span sh ei “a5. 50 
7031—As a Span- 

We Ws cecceeseced $5.50 


7032—Same as 7030 in Pump.$5.25 


SA! ST 
vig OU “ie ITSNEOH 


‘hs 


Merchandising from al{ntelt 


[I a recent interview, Mr. Leonard Friedman. MJ wo week 
president of the B. Friedman Shoe Co., at |()3 to ‘feed 
Reade St., discussed a few of the more signific:int ship.” 
factors contributing to the success of their while- “At thi 
sale business. the cry ¢ 
cause fo 


In what Mr. Friedman terms “feeding the dealer,” 
pressed 
be tempt 
making 

going af 


they have maintained a policy for the past icy 
years which has greatly assisted shoe merchants 
toward more correct merchandising and consequent 
greater turnover. Emphasizing the style question, 


he said, “Today, with the dizzy pace set by styles, can set ) 
making it difficult for the retailer to keep his $3.10 “We 1 
and $4.00 line diversified, the cooperation of 1\y every re 
jobber is very essential to more effective merchi sons bet 
dising. Since we specialize in this line, we are in a membere 
position to offer the necessary cooperation. Ou fore, 1 1 
factories are equipped for style merchandise in as one Pp 
volume, which means we are always well stock«| The rest 
with shoes for our customers’ convenience, and have “Let 
new styles coming through for distribution ever) and the i 



















WARNING! 


“Imitation is the sincerest the of flattery” 


he tt té 
cé 
an? Pump 


“Queen of all operas” 


Duane Shoe Company has registered and copy- 


Price $2.3 


righted in Washington the word and name 
DANCETTE Pump and design. Protective No. 1682—! 
measures will positively be taken against any Python inlays 
concern or individual infringing in any way dl ey 
upon such copyrights. ~ ” >at., Satin and in Kaffor K 
. Patent Leatt 
Duane Shoe @mpany. 143 DUANE STREET BLEECK 
NEW YORK CITY Boston, 





Immediate Delivery Only 
YOUR LAST CHANCE! 






Imported 
Braided Sandals 


$2.10 


per 
pair 
in 12-pair lots. Colors 


Beige and Beige and 
White. Sizes 3 to 


BLOG SHOE COMPANY, Inc. 
147 DUANE STREET 































Leading the Country in 
BARRETT’S PYTHON CALF 


The only wholesale house in the country selling all Barrett's 
Python Calf in black ane white and beige clair shades, at the 
reduced price of $3.00. 
Special Feature Notations 
(1) A L L BARRETT’S 
4 ON 












(2) Genuine Kid Lined 
(3) Leather Inner _ Soles 
(4) High Grade McKays 
Spike and Baby Heels 
200 different 





styles i 
from, $2.15 up. 076—Nat 
Write 976—Nat 
977—Wh 
: : samples 978—Aall 

at, Sgesity _t: 
Opera Number 3 Eye Oxford N 

LEVEY BROTHERS SHOE CO. — 


145 DUANE STREET 
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Armours Tan Kip, Brown 

Calcutta Lizard Trim. 
2955 Armours Blonde Kip, 

Brown Mottled Lizard 
























a 






ntelligent Standpoint 


wo weeks. In other words, we are always prepared 
to ‘feed the retailer.” No order is too small to 
ship.” 

“At this time,” continued Mr. Friedman, “we hear 
the cry of ‘wolf’ raised, and readily appreciate the 
cause for complaint. We are confronting a de- Te 
pressed condition in the industry, but it can only B. FRIEDMAN SHOE CO., Inc. 


be temporary. In our wholesale business, we are 108 READE STREET ESTABLISHED 1880 
making the best of the immediate situation, and 


soing after business with the confidence that we THE BETTY BILLY TIE 


can get it. 







Trim. 
2957 Armours Smoked Kip, 
Blonde Kip Tri 








m. 
White Elk, Tan Calf 


m. 
(Above with Plantation 
Crepe 


296 
















Smoked Kip Trim. 
White Elk, White Liz- 
ard Trim. 

(Above with Airway 
Barefoot Sole) 









Nn 

























() “\Ve recommend this same optimistic attitude to We again feature this new cre- 
= ery i ooesc ee te a ation, which is one of 150 styles 
t every retailer, and suggest, when making compari ceaiielh te ahadee Gy eae as GAS 









sons between 1930 and 1929, that one thing be re- and ready for your Easter busi- 
a membered. Easter is a month later this year ; there- _— 
fore, it is wise to take March and April of this year Comes in Patent Leather, Parchment 
Y ° -. Kid and Green Kid, in Both Full 
n as one period to compare with March of last year. aaa Gah tate adie 





The result will be gratifying. MW 
“Let all retailers buy sparingly, but frequently, as 
DRYZER & ROSENBERG, Inc. 


and the industry as a whole will be benefited.” 





































Sizes 3 to 8—C wide 
All in High, Baby, Spanish HAND WOVEN 
IN STOCK 


and Cuban Heels 

Stock No. 6095—Women’s Smoke 
and Camel Elk Handwoven Ox- 
fords, Bearfoot rubber soles. 







131 Duane Street “Shoes under Market Prices” 
Headquarters for Mail Order Houses, Department Stores and Bargain Basements 
I OC y 
N STOCK , SNAPPY SPORT OXFORDS 

















Stock No. 6096—-Same in Black 
SORLEP _ — and White. 
No. 1682—Suntan kid Oxford with No. 1664-—BI ck and Whit mien ; Widths—A we C 
5 ne- 
Python inlays and Marron kid trimming. eyelet Tie with “Kaffor kid "trimming. FULL LINE OF SPORT 
fae in Patent Leather with Python Same in Patent leather with Kaffor OXFORDS IN STOCK 
rimming. ame b ff i AM 
in Kaffor Kid with Python iniays and with Patent Cet been A, (s a ee 
Patent Leather trimming. Parchment Kid with Brown kid trimming. POWELL & CAMPBELL 
BLEECKER SHOE CO., Inc., 138-140 Duane St. 122 DUANE STREET 
Boston, 216 Essex St. Philadelphia, 17 No. 4th St. ESTABLISHED 1879 









Sensational Values 










Imported Czecho 





Profits Run High 



















Sandals {| on Quilted Satin Slippers 

At $1, $2 and $3, retail, these beautifully 

975—Natural Calfskin with brown trim.................ecceeees $2.25 made slippers are splendid values. Every 
976—Natural Calfskin with white trim...............6.cceeeees 2.25 pong Mh png yn yy 
~ ° ov eC o s 4 ees. ALOTS a 

ee i cic tcicaderaecSenbd soe needees sees 2.35 appeal to the feminine eye. Here’s an item 
PO WEED osccccscccesccesceseseeecnescccsessecesenesses 2.35 deserving good display and attracting big sales. 

In Stock For information write: 
J. WEISS SHOE Co. GOLO SLIPPER COMPANY 

187 DUANE STREET NEW YORK CITY 129 Duane Street, New York, N. Y. 
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WHERE TO BUY 
Men’s Shoes 


EAST WEYMOUTH. MASS. U. 


‘HIGHEST GRADE ONLY” 








77) 


womesT ALL 


ov STYLES IN STOCK 


EMERSON SHOE MFG. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


Dew 


eR 


co. 














Moises [SWANTEDSELL- 








FoR MEN 
M. A. PACKARD CO., Makers 
BROCKTON —____ 





NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y., U. S. A. 

MEN’S FINE SHOES EXCLUSIVELY 











Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 




















New Style Director 














Otto G. Adams 


St. Louis—Otto G. Adams is now 
with Pedigo-Weber Shoe Co. as style 
and merchandising director. 

Mr. Adams has a wide and favorable 
acquaintance in all branches of the 
shoe industry. His seventeen years 
association with Carson, Pirie, Scott 
& Co. of Chicago as buyer and manager 
of their group of shoe departments 
help to qualify him for the duties and 
activities he now assumes. 

Mr. Adams has thorough knowledge 
of fashion trends, here and abroad 
(having made many visits to the 
fashion centers of Europe), and con- 
sumer demand is his hobby His 
knowledge and understanding of prob- 
lems in retailing will also prove an in- 
valuable asset in his new work. 


Complete Ohio Leather 
Products Survey 


COLUMBUS, OHIO (UTPS)—The 
Bureau of Business Research of Ohio 
State University, in a study made of 
the leather and leather-products in- 
dustry in Ohio during a period of 
years, shows that the annual payroll 
in the industry amounts to approxi- 
mately $19,322,000, with Hamilton 
County (Cincinnati) first, with a pay- 
roll of $6,699,000; Franklin County 
(Columbus) second, with $4,003,000; 
Scioto County (Portsmouth) third, 
with $3,379,000 and Cuyahoga County 
(Cleveland) fourth, with $626,000. 
The four counties account for over 
three-fourths of the State’s total wages 
and salaries paid. 

In the boot and shoe manufacturing 
industry, including cut stock and find- 
ings, the same concentration is shown. 
With a total payroll of $15,164,000; 
Hamilton County had $5,284,000; 
Franklin County, $3,711,000 and Scioto 
County, $3,374,000. 

The increase in the yearly earnings 
of shoe factory employees is shown in a 
table, including the years 1915 to and 
including 1927. With 13,995 employees 
in the industry in 1915, the total wages 
and salaries paid out was $6,684,000 
and the average yearly earnings was 
$478. In 1927, with 13,555 employees, 
the total payroll was $14,582,000 and 





the average yearly earnings was $1,076. 
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Death of Walter Turrell Ends 
an Unusual Career 


TacoMA, WasH. (UTPS)—In the 
midst of an active business life which 
he pursued despite his advanced years, 
Walter J. Turrell, secretary-treasurer 
of the large Seattle and Tacoma retail 
shoe business bearing his name, died 
March 18 at the Tacoma General Hos- 
pital. He was 78 years old. 

His career is one of the business ro- 
mances of the Pacific Northwest. With 
his brother, George J. Turrell, he 
founded the Turrell Shoe Co. in Ta- 
coma in 1884. The first store thrived 
and in 1899, during the rapid develop- 
ment and coincident with the Alaska 
gold rush, the brothers opened a store 
in Seattle at First Avenue and Cherry 
Street. 

Three times the business was moved 
northward, in keeping with the city’s 
rapid growth, until last year the com- 
pany opened one of the finest retail 
shoe stores on the Pacific Coast, on 
Third Avenue near Pine Street. 

During the half century in which the 
brothers developed their business to 
its present proportions the name “Tur- 
rell” was synonymous to the public 
with the highest quality of merchan- 
dise and the last word in service. 

Although George Turrell, president 
of the company, who survives his 
brother, established his residence in 
Seattle with the growth of the busi- 
ness there, Walter maintained his home 
in Tacoma, commuting to Seattle daily 
to take active part in management of 
the business. Besides his brother, Mr. 
Turrell leaves a widow and two daugh- 
ters. 


Made Divisional Merchandiser 


BuFFALO, N. Y. (UTPS)—R. K. 
Holcomb has been appointed divisional] 
merchandiser with supervision over the 
men’s, boys’, women’s and children’s 
shoe departments of J. N. Adam & 
Co., Inc., of Buffalo under the reorgan- 
ization program involving the merchan- 
dising departments of the store, an- 
nounced by W. J. Brunmark, the new 
president of the store, who succeeds 
Paul C. Fleer, who has resigned. Four 
divisional merchandisers have been ap- 
pointed and the position of general 
merchandise manager, formerly held 
by Morey Sostrin, has been abolished. 


Miss Bobbie Kernan, Bride 


HASTINGS, NEB.—Wallis H. Olp of 
Denver, Colo., was married to Miss 
Bobbie Kernan on March 3 at St. Ce- 
celia’s Church. The bride is a member 
of the Kernan Shoe Co., which is more 
or less of a family organization and 
has been in existence for a period of 
twenty years. Following the marriage 
ceremony, breakfast was served to 
about 100 friends and relatives at the 
Clark Hotel. The couple left on an ex- 
tended motor trip through the West. 


Shoe Mart Alterations 


St. Louis—The Shoe Mart, 711 
Washington Avenue, will alter their 
present store, occupying only half the 
space, having leased out the other 50 





per cent of the store. 
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> FW SLIPPER 
CREATIONS 


STYLES THAT SELL—SATISFY AND REPEAT 
PROFITABLE ALL YEAR SELLING SLIPPERS 








“SLIPPERS of MERIT” 


Offering you a Splendid Array of QUALITY LEATHER SLIPPERS; 
Styles to satisfy Every Requirement. WOOD HEELS, SATINS, 
PADDED SOLE BOUDOIRS, FLEXIBLES and QUALITY WOOL- 
SKIN BOOTEES, with PRICES THAT ENABLE VOLUME and 
PROFITABLE MERCHANDISING. 


ALL STYLES i, Write for The Facts 
and our complete 


“IN STOCK” catalogue 


SERVICE SHOES with Slipper Comforts, VENTILATED OXFORDS, BOWLING, BOXERS and 
GYMNASIUM FOOTWEAR; Mighty Interesting. 


Tet us Tell you about KOZY KOMFORTS QUALITY LINES and OUR SPLENDID SELLING PROPOSITION. 


1701 (en ai _ 
Richards . Za | = Shoe ~—” € 
Street Fy ¢ | 0, ® LS 


McIntosh Company, 218 So. Wabash Avenue, Stewart Dawes Shoe Co., Washington Shoe Company, 
Springfield, Mass. Chicago, Illinois Los Angeles, Calif. Seattle, Washington 











The highest- priced room at New 
York’s new Hotel Lincoln is $7 for a 
large room with twin beds, tub bath 


and shower. A room, with shower, MARBRIDGE 


for one $3. 1400 rooms and baths 


$3 to $5 for one, $4 to $7 for ran BU IL D I N G 
Telephone 


Lackawanna 1400 NEW YORK’S NEW HOTEL 


LINCOLN 


Eighth Avenue, 44th, 45th Streets, Times Square 











The 
Shoe 
Buying 
Centre 
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Recently Completed and the O ding S of the City 


The Belvedere Hotel 


48th Street, West of Broadway, New York City 
TIMES SQUARE’S FINEST HOTEL 
Large single rooms 11.6x20 with bath.84.00 per day 
For two.85.00...twin beds.86.00 
Large double room, twin beds, bathk..86.00 per day — — 
The lines permanently display at the arbridge 
Special weekly rates Building always merit your attention. The show- 
Within convenient walking distance to important business centers roome of the national leaders in the shoe and leather 
and theatres. Ideal transit facilities. 450 rooms, 450 baths industries are maintained here all year round. 
° Desirable office space for approved tenants. 
° . Every room an eutside room—with two large windews 
- «+ Furnished or unfarnished suites with serving pantries. 
oo5 te $150 per month . . . Moderately priced restaurant MARBRIDGE BLDG. Co., INC. 


featuring « peerless cuisine. 
Minstrated booklet free on request CURTIS A. HALE, Mgr. Dir. 1328 Broadway New York 
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WHERE TO BUY 
Men’s Shoes 





“& MAN’S DECISION” 
THE 


Lp 


WE 
eV 
Men's 
Shoes 
SHOE ola 
Colony 
Shoe Co. 
Brockton, 
Mass. 


Boston—183 Essex Street 
N. Y.—915-917 Marbridge Bldg. 











WHERE TO BUY 


Women’s Shoes 





Ultra-Smart Sandals 
—— 


Complete color 
eombinations 


BIARRITZ SANDALS, INC. 
33 West 27th St. New York 








CUSHION SHOES 


FOR WOMEN 
THE JOHN EBBERTS SHOE CO., INC, 
IN Buffalo, N. Y. STOCK 











WHERE TO BUY 


Sport Footwear 


BASS MOCCASINS 


rt FOR MEN AND oe met 


».« that Comfort demands font 


WHERE TO BUY 


Shoe Forms 





TRANSPARENT OR WHITE FAIRY 
SHOE FORMS 


THE SHOE FORM CO., Auburn, N. Y. 

















Making Space Count 











This interior of the new Gei-Lan’s 
shoe store in Syracuse, N. Y., shows 
how a narrow store can be made at- 
tractive, while making the most ef- 
fective use of the space available. 
The store sells better grade shoes at 
$7 and up. Gei-Lans also has stores 
im New York, Newark and Atlanta 





Indiana Shoe Man Dies 


GREENSBURG, IND.—Roy C. Kanouse, 
57 years old, shoe retailer here and one 
of the best known shoe men in Indiana, 
died at a local hospital of cardiac em- 
bolism. He had undergone an appen- 
dicitis operation eight days before and 
had appeared to be recovering until a 
relapse two days before his death. 

For many years he appeared in nu- 
merous Indiana cities in the role of an 
entertainer and had won the sobriquet 
of “the Will Rogers of Indiana.” He 
was reared in this county and engaged 
in business in St. Paul, Ind., before ac- 
quiring a retail shoe store here in 1910. 

He was actively identified with the 
business, civic and fraternal life of 
this city and county. He was an active 
worker in the Greensburg Chamber of 
Commerce, a charter member of the 
local Rotary Club and a member of the 
Christian Church. He belonged to sev- 
eral fraternal organizations and was a 
charter member of the local camp of 
United Spanish War Veterans. A 
Democrat in politics, he was elected to 
membership in the city council at the 
election last November. 


Morris Cowen Convalescing at 
Home in Miami 


MiaAMI, Fia. (UTPS)—Morris L. 
Cowen, president of the Cowen-Nankin 
Shoe Stores, Inc., has returned to his 
home in Miami from Richmond, Va., 
where he was taken after a serious 
automobile accident last September. 
Mr. Cowen was so seriously injured 
that infection developed and his left 
arm was amputated near the shoulder. 
Mr. Cowen is convalescing at his home 
but is not yet able to resume business. 
The recent arrival of a little daughter 
in the Cowen home has brought cheer 
after his long illness. 





Production Speeding Up 
In Lynn Factories 


LYNN, Mass.—March production is 
well ahead of that for February, but 
is not as great as of March a year ago. 
April production will show an increase 
over that of March, according to orders 
on hand. Last minute Easter orders 
are yet to be booked. Shoes can !« 
made up in a week when needed. A 
box firm is on an overtime schedule, 
which shows that many shoes are being 
made. 

Easter comes late this year, April 2v, 
as against March 30 last year, and this 
accounts in part for the present 
activity of the shops as well as for the 
dull times earlier in the year. Busi- 
ness in women’s shoes is carried on 
closer to the boards than ever. Mer- 
chants are keeping their stocks dow: 
and it is getting to be so that manufa.- 
turers study the weather charts, as we'!! 
as sales reports, for a fair Saturda 
means large sales in retail stores, ar 1 
consequently Monday morning orders 
at the factories, while a rainy Saturday 
means otherwise. 

So many are the cross currents tha 
it is increasingly difficult to analyze 
the markets. There are two distinctly 
different movements, both well under 
way, one being toward finer footwear 
and the other toward cheaper shoes. 

The color situation is also mixed 
Right after delivery of Easter shoes 
manufacturers will start on whites and 
high hues. One firm is now turning t: 
colors after making as high as 90 pe: 
cent blacks, mostly black kid, whicl 
looks like the maximum for a smart 
style line for the chain store trade 
Blues continue to show up well, and 
green is reported by some as a leading 
high light color. Mustard yellow 
pumps, with three inch heels, wer 
named “hot dogs” in the factory which 
produced them. Business in snakes 
continues brisk. Further development 
of photographing grains on the leather 
is reported. A true likeness is had, as 
the photographers say. A new pin 
morocco has the pin point grain and, 
also, dots of color. Satins, of the crepe 
like finishes; are doing well, and there 
is an increasing business on linens, and 
like novelty fabrics, in neutral and 
color tones, and, also, whites, to be 
worn “as is” or dyed to match a frock. 
Business on sport oxfords of elk leath- 
er, many with rubber soles, is well 
ahead of a year ago. 

The “next to nothing” sandal, now 
appearing in popular price lines, con- 
sists of nothing more than a sole, and 
heel, and a few narrow bands of 
leather, with gores in them, to hold 
the sole to the foot. Off-setting this 
free and easy idea are the pumps with 
high side walls that support the side 
walls of the foot. Open shanks are on 
the fashion charts again, and there is 
a new idea in closing the shank and 
opening up the quarter. One of these 
open quarter shoes is scarcely more 
than a back stay and straps to hold 
the heel to the foot. The run on ties 
and oxfords is credited to the new fash- 
ion of tailored clothes. 

A new complex is caused by the in- 
creasing activity of makers of health 
shoes, who are stirring a multitude to 
thinking of the health of their feet, 
and its relation to the general health 
of the body. 
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Unique in their Position Among Fine Childrens Shoes 


a price that is within reach of all ...a reasonable . . 
fair price that returns a reasonable fair profit to the 
dealer . . . They “turn” fast because their value is so 


Thorogoods are made especially for children . .. They are 
not makeshift or haphazard in their design ... Not just 
small sized shoes to fit small sized feet...But shoes scien- 
tifically designed to give children’s feet the necessary 
comfort and protection...and to promote healthy,normal 
growth ... The leathers are of the finest quality ... the 
workmanship of the highest grade .. . and the styles 
smart, up-to-date and exclusively Thorogood. 


Yet with all these unusual values, Thorogoods sell for 


obvious . . . Because they are made for the sons and 
daughters of “people who care”. 


Your Thorogood department will be a money-making de- 
partment from the start ...so why not start now. There 
are many beautiful little patterns to choose from among 
our fastest selling spring stock. May we send you a catalog? 


A Bert H. Wernsrenner Company, Milwaukee, Wisconsin 
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WHERE TO BUY 
Men’s & Women’s 
Slippers 


a li el i hi ie i 
_ IN-STOCK Women’s D’Orsay 
™ Slippers 

. In a wide variety of 
colors —- Combining style 
with comfort. Created by 





Pullman Slippers. 
Nationally known. 


SWAN SHOE CO., INC. BALTIMORE, MD. 
Monufacturers 
New York Office—Room 551, Marbridge Bldg. 
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& Vigorith, Inc. 
Mehers of Hand Turned Footwoar 
1401 Central Parkway 
Cincinnati, Ohio 








The Last Kee 
Word in 
Quality 
Slippers seer 


TUPPER SLIPPER CORP. 
200 Tillary St. Brooklyn, N. Y. 








MEN’S FINE 
HAND TURNED 
SLIPPERS 
Manufactured 

by 


W. 8. CHASE & SONS 
Haverhill, Mass. 


Besten Office: Reom 501, Statler Bldg. 





Prices from 
$2.16 to $8.50 
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Vanoes 











L. B. EVANS’ SON CO., Wakefield, Mass. 





Shoe Firm Buys 


Resort on Owasco Lake to Be Named Enna Jettick Park— 


Railway and Park 


Railway to Be Junked, According to Plan 


SYRACUSE, N. Y.—The Enna Jettick 
Shoes, Inc., of Auburn, N. Y., a corpo- 
ration doing a nation-wide business 
with headquarters and a main plant at 
Auburn and another plant in Bing- 
hamton bought the Auburn and Syra- 
cuse Electric Railway for $250,000 at 
the mortgage foreclosure sale which 
took place at the Court House in Syra- 
cuse, Saturday morning, March 15. 

William H. Seward, Jr., grandson of 
W. H. Seward, secretary of war, under 
President Lincoln, represented the pur- 
chaser, which is headed by Fred L. 
Emerson, son-in-law of Charles A. Mc- 
Carthy, of Dunn and McCarthy, Inc., 
from whose plant devoted to manu- 
facture of women’s shoes developed the 
immense specialty business Mr. Emer- 
son has so built up. 

The railroad will be junked. Lake- 
side Park, the spacious amusement 
ground at the foot of Owasco Lake and 
the most valuable single piece of prop- 
erty among the road’s possessions, is at 
the bottom of Mr. Emerson’s desire to 
acquire the property, although as yet 
he will make no statement concerning 
it. Lakeside Park will be known as 
Enna Jettick Park. 

Lakeside Park without trolley ser- 
vice from Auburn returned a revenue 
of $17,000 last year to the railroad. 
The dancing pavilion and other acces- 
sories earned that much money and will 
be continued this year, although Mr. 
Emerson has elaborate plans outlined 
for a greater development of the resort 
conducted along the same lines that 
have made it so popular. 

Hanging from the flagstaff in the 
center of the park will be a huge ban- 
ner bearing the words “Enna Jettick 


Shoes, Inc.” 





Baby Shoes Heirlooms 


from 1773 


Kent, O. (UTPS)—A pair of 
baby shoes, manufactured in 1773 
and handed down from genera- 
tion to generation are being dis- 
played in the show windows of 
the Green, Kirtscher & Mitchell 
Co. of this place. The shoes are 
now the property of Mrs. N. N. 
Beal who received them from her 
forebears. They were made for 
Margaret Work Henry, who was 
born in 1773 and lived to be more 
than 90 years of age. 

The history of the shoes is con- 
tained in the family Bible, which 
is older than the shoes. The 
shoes were hand made and have 
heels an inch in height and open 
tops. They bear little re- 
semblance to present day infants’ 
shoes. The material was calfskin 
of fine quality. The pair is to be 
split soon, as Mrs. Beal is going 
to give one of the shoes to her 
brother, Robert Henry, who will 
be the first male member of the 
family to own one of them. 
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Cole, Rood, Haan & 
McGregor Co. 


CHIcAGco—Following the retirement 
from business of Selz, Schwab & C 
and the reorganization of The Dobb 
Shoe Co. to continue the production o 
men’s welts sold under the advertise: 
names of Selz Six, Selz Archlast Eigh 
and Selz Supreme, action was recent! 
taken certifying to a change in th 
corporate style of The Dobbs Shoe C 
to that of Cole, Rood, Haan & M 
Gregor Co. 

The officers of the new company ai 
C. Trafton Cole, president; E. HF 
Haan, vice-president; W. B. Rood, se 
retary and M. W. McGregor, treasure: 
The foregoing, all prominently ident 
fied with the former business of Selz, 
Schwab & Co. together with Charles A 
Simpson, are also directors of the ne 
organization. Many of the fifteen sale: 
men now in their various territoric 
from coast to coast and gulf to lak« 
are stockholders in the company thus 
evidencing their confidence in the abi 
ity of their associates and the prope: 
ties of their products. 

In addition to the Selz product 
names above Cole, Rood, Haan & M: 
Gregor Co. is also placing a new lin 
on the market for merchants wishing 
to identify the shoes sold in their in 
dividual stores. These welts sell up t: 
$8 and are marketed under the style o! 
the “C-R-H & M Shoe.” 

The factory and salesrooms occupied 
at 514 to 534 West Superior Street, 
Chicago, comprise close to 250,000 
square feet of floor space. The stock 
service calls for carrying between 
twenty and thirty numbers in sizes and 
widths at all times ready for the con- 
venience of retail distributors. 


McAn Managers Meet 


NEw YoRK.—Every year in March 
the managers of Thom McAn stores 
come from all points of the compass 
to gather at an appointed place to 
study, in conclave with the officers and 
executives of the headquarters group, 
the multiplied problems of national re- 
tail distribution. 

There was a time when all the dele- 
gates attended a single session usually 
held in New York City. New stores 
have been opened so rapidly within the 
past several years that the added per- 
sonnel makes it necessary to divide 
the annual spring convention into a 
series of sessions. 

This year three sessions were 
planned. The first was held at Wash- 
ington, D. C., the second at French 
Lick, Ind., and the third at Briarcliff 
Lodge in Westchester, N. Y. The small- 
er groups are found conducive to more 
intimate contact between the managers 
and the members of the headquarters 
group which is a desirable and bene- 
ficial thing for both. 
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| Bobbs Shoe Co. Succeeded by 
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WRITES A SHOE MERCHANT: “In regard to our 
. method of getting increased business, we believe 
f that regular sizing up of our stock, and the tact- 
r ful suggestion of slippers by our salespeople, have 
“ been principal factors of our sales. Of course, 
‘ pretty displays and the cooperation of our negli- 


iz, gee department have had their part.” 





“Blossom. y lima Phofennod” 


IS THE BRIDES 
LEISURE FOOTWEAR TIP 


Fashion sichs for “petal tenes” and Poniet Green makes 





DANIEL GREEN 


Semsure toolwear 





Make Your Store 







Brides’ Headquarters 


this Spring! 


ERE’S a store that increases slipper sales 
H the year round by “tactful suggestion” 
and close tie-up with lounging wear. You can 
do it, too! 

But think how much more profitably you 
can do it when Daniel Green tells millions of 
Ladies’ Home Journal, Good Housekeeping, 
Harper’s Bazaar and Vogue readers this: “Blos- 
som Tints Preferred is the Bride’s Leisure 
Footwear Tip. With vivid daytime pajamas, 
Daniel Green suggests a kid slipper . . . the 
new Monte Carlo, a backstrap mule, or a 
D’Orsay . . . See them at your favorite shop, 
and you'll agree that every bride should have 
at least six pairs.” 

A tactful reminder by you and your sales- 
people will turn this suggestion into action. A 
brides’ window will bring window shoppers in. 
Brides’ newspaper mats that Daniel Green 
supplies free will turn many brides-to-be to 
your store. 

Use these suggestions. You'll find them prof- 
itable. You'll also find profitable suggestions 
in every Daniel Green advertisement to come. 











This advertisement will put slipper ideas in many a bride’s mind. You 
sellthemthe slippers. See the advertisement in April Harper’s Bazaar: 
May Good Housekeeping; June Ladies’ Home Journal and Vogue. 


THE DANIEL GREEN COMPANY 
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Send now for these FREE MATS 


Smart, up-to-the-minute newspaper 
advertisements that will spread the 
good news of Daniel Green slippers 
for Brides, and help to tie this April, 
May, and June business to yourstore. 














DANIEL GREEN _Leisme GHoolwear 


DOLGEVILLE, NEW YORK 








WHERE TO BUY 


Men’s & Women’s 
Slippers 











PARISTYLE FOOTWEAR MFG CO., INC. 


Factory and Salesroom 
40-46 West 25th St., New York City 


Ra =A 


High Grade Turn Mules and D’Orsays 


Catalog 
sont on 
request 





















GENUINE 
BLACK KID 
BOUDOIR 


Quliited Sock 
LEATHER 








C and D widths 24 to 9 


ABBOTT SHOE = r" 
NO. READING, MASS. 














WHERE TO BUY 
Dancing Taps 


lai alll 


















Supreme Taps in 
three sizes to fit all 
shoes. Speciallow 
price. Also danc- 
ing footwear a7d 
accessories. Ar 
once delivery. 
Send for catalog. 





Coast Representative: 
MR. A. F. WINSLOW 

5205 El Rio Avenue, Eagle Rock 
Los Angeles, California 








TAP SHOES 
$1.85 


Witheut Taps 
Attached 
$1.50 








TAPS 
200. por pr. 


eld in lote of 
6 pairs only 


BROOKS SHOE MFG. CO. 
Swanson and Ritner, Phile., Pa. 


























| Use Shoe Shipment to Gain Publicity 











CHIH DRENS 


SWOFS EVER RECEIVED 


How the Guarantee Shoe Co. in Birmingham, Ala., gained publicity 
from the arrival of a shipment of 326 cases for the children’s depart- 
ment, tying it up with local pride in the growth of the city 





Directors and Officers 
Re-elected 


COLUMBUS, 
annual stockholders meeting of the 
H. C. Godman Co., operating 11 shoe 
manufacturing units in Columbus and 
Lancaster, all of the former directors 
and officers were re-elected for the com- 
ing year. Directors re-named are: 
F. A. Miller, J. E. Jones, C. L. Ims, 
E. W. Ellison, C. S. Hutchinson, O. H. 
Kuhn, P. A. Walkey, Harry Spring- 
gate, C. M. Swinney, Richard Grieve, 

J. Kauffman and M. Brooks. 
F. A. Miller was re-elected president; 
J. E. Jones, vice-president; E. W. Elli- 
son, secretary; L. Ims, treasurer; 
C. S. Hutchinson, assistant secretary 
and G. Falkenbach, assistant treasurer. 

In his report to the stockholders 
President Miller reported bright pros- 
pects for the company during the pres- 
ent year. He said that the new dis- 
tributing system inaugurated by the 
establishment of division distributing 
houses in Columbus, Atlanta, Kansas 
City, New York, Chicago and San 
Francisco was one of the reasons for 
the bright outlook. Salesmen who are 
on their territories following division 
sales conferences with new samples are 
reporting good business for spring de- 
livery. 


Dick Weisberg Dies 


Cuicaco—Z. D. Weisberg, secretary 
of The Novelty Shoe Co., Chicago, died 
suddenly in his home city on March 6th. 
Mr. Weisberg was widely known in 
the western trade through his ten years 
connection with the Novelty company. 
He is survived by his widow and son. 





Originate New Leather 


New YorK.—The stylists of Duane, 
a group of executives responsible for 
the success of the Duane Shoe Co., who 
go into conference over various style 
ideas, have originated with the coop- 
eration of Barret & Co. of Newark, 
N. J., a new calf leather which simu- 
lates Brazil lizard. 
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Stern-Auer Co. Plans 
New Branch Factory 


CINCINNATI, OHIO—A branch of the 
Stern-Auer Shoe Manufacturing Com- 
pany of this city will be established in 
Chillicothe, Ohio, after that city suc- 
ceeds in raising $65,000. Citizens have 
already raised about 50 per cent of 
this amount and it will be used in con- 
structing a factory building which is to 
be free of taxes and rents for three 
years. If the payroll for a stipulated 
number of years totals $750,000, the site 
and building are to be deeded to the 
company. 

An official of the Stern-Auer Shoe 
Company confirmed report of negotia- 
tions. This firm has expanded during 
the past three or four years from an 
output of five hundred pairs to the out- 
put of their present factory, which is 
thirty five hundred pairs daily. 





Gould S. Pitcher Now 
with N. B. Thayer Shoe Co. 


BROCKTON, Mass.—Gould S. Pitcher 
of this city, well known as an execu- 
tive in various South Shore concerns 
for many years, has joined the N. 
Thayer Shoe Co. of East Rochester, 
N. H., as vice-president. The company, 
following the recent death of former 
President F. H. Thayer, has been re- 
organized as follows: 

Roy McQuillen, president; Mr. 
Pitcher, first vice-president; Frank E. 
Fernald, second vice-president; Edward 
G. Swett, assistant treasurer; Leon N. 
Smith, secretary. The Thayer concern 
was established in 1872 and manufac- 
tures men’s and boys’ shoes. 


L. E. Wadden Buys Store 


Fort MapIson, Iowa—L. E. Wadden, 
manager of the Larson shoe store here, 
has bought the Larson interests in the 
business and is in sole charge of the 
store, which is operated at the Family 
Shoe store. Mr. Wadden has been asso- 
ciated with the store 10 years. 
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AN ACCURATE FINANCIAL RECORD 


of your business—one important key to success 














The Boot and Shoe Recorder’s 
| Financial Record | 
FINANCIAL BECODD is another distinct RECORDER 


merchant service. 
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This book provides for an accurate 
record, with entries made easy cov- 
ering income, outgo, cost, selling 
price, profit, liabilities, assets. 











Each sheet is properly headed and 
ruled to cover each operation and 
each department. 
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The Financial Record 
with cloth board loose leaf binder— 


consists of: 


100 Daily Sales Sheets 
(women’s, men’s, children’s 
hosiery, miscellaneous) 


6 Accounts Payable Sheets 

6 Accounts Receivable Sheets 

6 Cash Received Sheets 

6 Cash Disbursements Sheets 

6 Monthly Sales Summary Sheets 
6 Purchase & Merchandise Sheets 


1 Yearly Comparison and Financial 
Statement Sheet 
(all ruled both sides) 




















Contains sufficient sheets to cover one year’s requirements of 144%" x 114” 
average size busy shoe store. 
a $12.50 

Re-fill sheets carried in-stock. 
Used in conjunction with our STOCK and DAILY SALES Gamage Gripes 
RECORD, it gives the busy store accurate records of every (Check with order, please). 
detail. 

Merchants Service Dept. 

BOOT AND SHOE Boot & Shoe Recorder 
Chicago, IIl. 


Please send me the Financial Record 


for 

which find check enclosed for $12.50. If 

this bookkeeping method does not mest my 

requirements, we have the privilege of re- 

turning same, postage prepaid, within 5 





Ma -® days. 
Merchants Service Dept. DEY ajidnaietvccnevernubaasenieanes 
SRPUE oo 606 00.000 0:0 510:9:0:000000060080000800 
189 W. Madison St., Chicago, Illinois Bee c046000ssesneeveound BUS oo cccoces 
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WHERE TO BUY 
Ballet Slippers 





TH 


BALLET SLIPPERS 
No. C870—All sizes in stock for 
immediate delivery: Write 
y for complete 
catalog of 














Athletic Shoe Co. 
914-34 N.Marsnhfield Av. Chicago 





ef the unusual kind 
Bie2 Bik. Kid Hand Ture 
Seft Toe 
* Gaaie’s a to lk — Oh 
Women’s’ to8— 1.45 
Hard Tees 
cow ants a HERDER, 1 Ine. 


Specialists in Ballet Comfort 
B41 Ne. 1ith St., Philadelphia. Pa. 


Soft Toe 
Turn 
Ballets 
Black Kid 


Lefts and Rights Expertly Designed 
Misses & 
Wemen’s Children’s 


RALLET SLIPPERS—IN STOCK 

















in = Me. 100—Regular ...... $1.50 $1.40 
Me. 806—Buck Sole..... 1.90 
H. F. MALOTT SHOE CO.. Manufacturers 
1915 Qlirard 8t., Chieag 








In Stock Black Ballet 
Slippers 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 
BLOG SHOE CO., INC. 
147 Duane Street, 
New York City 


Fiver 


Rights and Lefts 
Two Grades 


















Wom. Miss. Chi. 
61.50 $1.45 $1.40 
1.385 1.30 1.25 
Im Stock 
325 West Monree 


WHERE TO BUY 


Dancing Sandals 




















KENDALL'S Sai 


For Aesthetic 
ancing 


IN STOCK 


IN GREY AND 
FAWN. 












A SIDELINE 
MONEY 
MAKER 








Send for Circular 
DEPT. C. © 


KENDALL SHOE COMPANY 
* _HAVERHILL, MASS. 





Jack on any problems that young 4 
ran into during his absence. Then h 
looked innocent and added: “I pte 
feel so grateful and contented if I 
knew that he had a man of your broad 
experience to call on.” 

“Morland simply swelled up, and 
promised to look after things for him 
until he returned, and not only that 
said he would like Rogers to consider 
his time as a little wedding gift. And 
the young scamp made me feel good by 
saying that he is merely following my 
suggestion to be as nice as he could 
to Morland. 

“Your nephew Jack simply gazes at 
Rogers as though he were a marvel, 
but Rogers keeps a level head and is 
= having the time of his young 
ife. 


“B UT I’m keeping the richest bit ’till 

last. As you know, about eighteen 
months ago, the Barlow estate, for 
which the bank is trustee, bought the 
Morland store (with some adjoining 
property) and then gave Morland a 
lease on the property, which has nearly 
seven years to run, at a rent of twenty- 
four hundred a year. Well, about ten 
days ago, Rogers came in to see me. 
He wanted to talk to me about the 
lease. ‘What about it Rogers?’ I 
asked. ‘Well Mr. Blunt,’ Rogers be- 
gan, ‘I wanted to see what you wanted 
to do about it.’ 

“‘Do about it, Rogers!’ I asked in 
surprise. ‘Transfer it to the new com- 
pany of course.’ Then Rogers shook 
his head sadly. I warn you Brinstead, 
that when Rogers looks sad or inno- 
cent, watch out or he’ll have your 
money. He continued. ‘But it is im- 
possible for the store to pay that 
much; the business isn’t there.’ 

“‘*Well, what do you expect me to 
do about it?’ I asked gruffly. 

“‘Put it at a fair rate, I suppose, 
Mr. Blunt.’ 

“IT felt a little provoked so said 
sharply. ‘My dear Rogers, why should 
we reduce the rent when we have a 
tenant whom we can hold for the 
present rate?’ 

“‘Oh,’ Rogers said, as though sur- 
prised, ‘I thought that Morland 
couldn’t keep on. And if he didn’t, 
Mr. Blunt, you’d have an empty store 
on your hands. I suppose it would be 
difficult to rent it, with trade a bit off 
as it is now. I should think it would 
be worth your while perhaps to get 
a good tenant at a fair rent, than take 
the chance of a big rent later on. Do 
you see what I mean?’ 

“T saw what he meant, and I’ll con- 
fess to you, Brinstead that he had me 
cornered. I knew that if Rogers or 
someone else did not buy Morland’s 
business we would have an empty store 
on our hands. ‘Why should we take 
less?’ I asked Rogers, really to give 
myself a chance to think. ‘Suppose 
Morland did have to quit.. My claim 
for the rent would still hold good. It 
would mean that Morland would simply 
have to pay the rent until he could 





get another tenant.’ 

“*T suppose that’s so,’ was Rogers’ 
comment. ‘But you would still have 
an empty store, and I know you don’t 
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Billy Rogers—Shoe Merchant 


(CONTINUED FROM PAGE 47) 


want that. I remember you saying 
what a bad thing it is for the town 
to have a failure, and that you wanted 
to avoid that. Now sooner or later 
you have to find a tenant, and why 
not get a good one at a fair rent right 
away.’ 

“*What do you call a fair rent?’ I 
asked. Honestly, Brinstead, I know I 
was in a defensive position. Rogers 
looked through some papers he had in 
his pocket and then handed me a page 
torn out of the Jan. 4 issue of THE 
BooT AND SHOE RECORDER. At the same 
time he said. 

“‘The value of that store for a shoe 
merchant, according to those figures, 
and they must be correct or such a 
fine journal wouldn’t publish them, 
works out at nine hundred and ten dol- 
lars a year. That’s three and a half 
per cent of twenty-six thousand.” 

“ ‘Ridiculous, Rogers,’ I exclaimed, 
for I felt provoked. “That is less than 
half what we are now getting. Be- 
sides, Morland isn’t doing the business 
he ought to, and you couldn’t expect 
us to let you pay rent on the basis of 
what a mismanagement caused.’ 

“Then young Rogers looked as 
though he had heard a profound truth 
and asked. ‘Then what do you think 
is about the volume of business Mor- 
land should have done. That might 
give us a figure to gage rent by.’ 

“*T haven’t the least idea, young 
man, but I can tell you this, we cannot 
consider any such proposition as you 
suggest.’ 

“*T didn’t think you would, Mr. 
Blunt. But I can see we both agree 
that the present rent is wrong, and for 
us to pay it would mean losing money 
until the business got to a much bigger 
volume than it is at present. This idea 
has just occurred to me as perhaps the 
fairest for you as well as—as Profes- 
sor Brinstead. Suppose we pay you 
a rent based on our sales. I would 


a percentage of four per cent of our 
sales until they reached a figure that 
will give you the rent of twenty-four 
hundred a year. We could pay, say 
seventy-five dollars a month on account 
and then every year adjust the dif- 
ferences when we know what our vol- 
ume is for the year.’ 


*\7 OW I ask you, Brinstead, what 

could I do? The young man had 
me, and I knew it, and I think he knew 
it, but he’s too clever to show it. Finally 
we compromised on a hundred a month 
guarantee, and the extra once a year 
along the lines of Rogers’ plan. I’m 
not sure that we won’t get our regular 
rent before long for I quite expect 
that your nephew and Rogers will soon 
have a good trade there. 

“The only other thing to tell you is in 
regard to the incorporation. We have 
worked out the following plan. We 
incorporate under the name of Rogers 
Shoe Stores, Inc. Three thousand 
shares of no par value common stock 
to be sold at ten dollars. Rogers to 
take seventeen hundred shares for his 





business and good will, you then put 
up thirteen thousand cash for the bal- 
ance. With your cash the new com- 
pany will buy Morland’s business and 
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agree to a seven years’ lease based on: 
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Everyone AGREES— but as is usually 
the case with a booming market there 
are many pitfalls to be watched. One is 
price. Fortunately Shoe merchants know 
that there is a limit below which no 
product can represent real value. 

“Standard” Spats are made in a range 
to sell at $1.50 to $5.00. Each grade 
represents an outstanding value to the 
trade—an outstanding value to the con- 
sumer. 

You run no risk in featuring “Stand- 


ard” Spats. They are not on trial—they 


'<. vv 
Standard 
S P A T S 


Yes, 1930 will be a 


record Spat year— 


went through the “experimental stages” 
years ago. They are the product of more 
than 50 years devoted to the manufac- 
ture of Spats. 

AND—during 1930 “Standard” Spats 
will be backed by a national campaign 
in four leading magazines, The Saturday 
Evening Post, Liberty, Vanity Fair and 
the New Yorker. 

We will gladly send you a sample pair 


of “Standard” Spats. 


S. RAUH & COMPANY 
650 Fifth Avenue, New York 


WATCH “STANDARD” SPATS IN 1930 
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WHERE TO BUY 
Spats 


BOND STREET 
hputs 


Styled in England— 
Equal in every way 
to the finest im- 
ported spats — bat 
made over here and 
priced accor 
Very complete 
in wide range ef 
prices and all cer 
rect shades. Nation- 
ally advertised. 


Write for price list and samples. 
THE WILLIAMS MFG. CO. 
PORTSMOUTH OHIO 
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r " GREATEST SPAT LINE 
OF Mal INDUSTRY 


d just a little micer but pri 
IMPERIAL SPAT MFG. CO 


ed considerably iower 


OENVER 


SPARTON 


SPOTPRYF ypats! 


ae 


profits. BEFORE 
Rub the spot or stain with a an a 
and presto|—e fresh spat. 
Twice as easy to sell as ordinary spets 


CHAS. F. CLARK, Inc. 
1403-1408 W. Congress St., CHICAGO 


This sew 
idea in spate 
thie fall will 








— 


DUNHILL 
SPATS 


Linen and White for 
Spring and Summer 


Samples on request. 
STAR FOOTWEAR 
MFG. CO. 


Howard and Norris 
Sts., Philadelphia 














Old Colony Club Meets 


BROCKTON, Mass.—William M. Rose 
of Boston, who discussed general ad- 
vertising ’problems, was the speaker 
at the regular meeting of the Old 
Colony Advertising Club, March 26. 
Fred D. Rowe, vice- chairman of the 
local tercentenary committee, also spoke 
briefly, outlining what Brockton plans 
to do to feature shoes as its contribu- 
tion to the Massachusetts Bay celebra- 
tion. An advertising puzzle contest 
was won by William T. Card. The 
committee in charge included Albert L. 
Howard, chairman; David E. Cox and 





Victor Howes. 


have some extra capital to build up its 
stock. 

“I suggested to Rogers that he let 
Jack have fifty per cent of the stock, 
but Rogers said quite definitely that 
he must keep the control and while he 
would be willing to let you have forty- 
nine per cent of the stock he preferred 
to have all his capital in one nest and 
then sit on the nest. I feel inclined 
to recommend that you accept this ar- 
rangement. If the young men need 
to expand later you can go into the 
question of a larger proportion of the 
business. 

“Rogers is, naturally, getting excited 
over his coming marriage but he isn’t 
letting it interfere with business, as 
you can judge by this letter. If you 
agree to this general program I will 


| have lawyer Wise proceed with the in- 


corporation. 
“With my best wishes for your con- 
tinued good health, 
“Sincerely yours, 
“Jethro Blunt.” 


ROFESSOR BRINSTEAD took off 

his glasses and wiped them. He 
chuckled occasionally as he wrote to 
Blunt giving him instructions to act for 
him in establishing the new enterprise, 
and telling him to draw on him for the 
money when the papers were ready. 

He then wrote the following note ad- 
dressed to his nephew Jack and to 
Billy? 

“My dear Boys: 

“T understand from Mr. Blunt that 
you have agreed on a plan for getting 
together, and that Billy—may I call 
you Billy?—has made a most satis- 
factory trade for Morland’s business. 
I am very glad you two boys have 
found your business relationship so 
congenial and profitable. I sincerely 
hope and believe the present relation- 
ship will grow in importance and gen- 
uine friendship as the years go by. I 
am happy to be able to give Jack the 
opportunity I believe he now has, and 
I venture the hope that Billy will find 
the deal equally desirable. 

“Will you forgive an old man 
making one or two suggestions to you 
both? In the first place, learn to 
understand each other’s faults as well 
as the good qualities, and learn to like 
each other because of the weaknesses. 
You cannot measure character or 
ability by your own yard stick for each 
man is a queer mixture of good and 
bad, of strength and weakness. It is 
the combination of all the characteris- 
tics which gives a human being that 
something which makes an individual. 

“Next put service first. Don’t worry 
too much about profit, for if you give 
service, profit will follow. Success is 
the result of good work done in a 
friendly and tactful manner. Its per- 
manency deperds on having the public 
with whom you trade feel such con- 
fidence in you that they trust you. 
There is nothing so solid as the im- 
ponderable of good-will. It is the 
solidist foundation on which to build 
for your future success and happiness. 

“One other thing, don’t be too 
shrewd in making a trade. I consider 
any trade a bad one unless both parties 
are satisfied. When you buy shoes, see 
that the maker makes a profit, as well 
as shoes. If your business is profitable 
to him he will go out of his way to help 
you. But if you drive such a hard 
bargain that he only takes your orders 
because he needs them to keep his plant 





operating, he will drop you as soon 
as he can. Get the name for dealing 
fairly to the other man as well as to 
yourself. That doesn’t mean paying 
too much for goods, I am sure you 
realize that. But I know the tendency 
of young men is to overplay their hand 
in this connection. 

“And one final point, always be 
honest with the business and with each 
other. Never fool yourself on your 
accomplishments. If you have a bad 
year, face it frankly. Look for the 
causes of bad business in yourselves, 
that will be where they originate, in 
all probability. Never stoop to the 
slightest thing that may be termed 
tricky. No real success is built ex- 
cept on the honor. I shall be proud 
to think that I am a part of an or- 
ganization which has the respect and 
good will of the community, something 
which I believe you now have. Keep 
it as the most precious possession, for 
nothing can give you more joy in your 
business life than to know people say 
of you ‘There is a store in which it’s 
a pleasure to trade, you can always be 
sure of what you buy there, for the 
owners are honorable men.’ 

“And to you, Billy, may I say that 
your career as an individual shoe mer- 
chant is over, for you will soon be the 
president of a small corporation. You 
assume extra duties, not only to your 
trade, but to your fellow stockholders 
who work with you, and to your stock- 
holders who have a right to expect you 
to earn a dividend on their investment. 

“Please accept my blessings on your 
efforts to make yourselves honored 
members of that fine body of men, the 
shoe merchants of America. 

“With affectionate greetings to you 


both, 
“Odin Brinstead.” 


HEN the two young men read that 

letter they felt as though their re- 
lationship had taken on a deeper sig- 
nificance. Billy looked up with a smile 
and said. 

“Some boy, is your uncle, Jack.” 

And all Jack said was. “You said 
it, fellow.” 

The next two weeks were more than 
busy ones. Billy wanted to get the 
incorporation all fixed up before he got 
married, and both Jack and June 
agreed with him. 

It was settled that Jack would stay 
at the present store, while Billy should 
take over the active management of 
Morland’s store. The new store was in 
need of vigorous action to bring it 
around to a profitable basis and Billy’s 
broader experience would count for 
most, there. 

To the unquestioned satisfaction of 
Billy, June insisted that she continue 
to keep the books for the business. 

“But, big boy,” she looked demure 
as she spoke to Billy. “I shall want 
more money, and I don’t mean pos- 
sibly. I want ten good solid iron men 
each and every week. For which sum 
I will see that the books are kept with 
the skill and accuracy which they have 
enjoyed in the past. And I know I’m 
some bookkeeper, handsome.” 

“T will see what the vice-president 
has to say. I will speak favorably of 
your work, and if he agrees, I will also. 
And no one could speak fairer could 
they? No they could not, wonderful.” 

“And I want to buy fifty shares of 
stock from you. I want to have my 
little savings in my man’s business, 





Boor AND SHOE RECORDER 


88 combining THE.SHOB Reraian, April 5, 1930 





The Ornament Sells the Pump 


The Shoe Merchant Can 
Earn Extra Profits this 
Season and every Season 
by Featuring Ornaments 


By IRVING JONAS 
of A. & H. VEITH, INC. 


HE popularity of the opera pump has become sufficiently 

established throughout the country to warrant concentra- 

tion upon its great profit opportunities by every progres- 
sive shoe merchant. The most significant factor that helps 
create this prevailing popularity of the opera pump is the 
feminine demand for well designed, widely assorted shoe orna- 
ments. The smartly attired woman today gladly responds to 
any suggestion that might aid the contrast of her costume and 
simplify the problem of an attractive ensemble. 

The appearance of her footwear may be cleverly and ef- 
fectively changed only by ornamentation. Therein lies the 
opportunity to every merchant for profit in merchandising 
high grade shoe ornaments. 

The most convincing proof of the profit possibilties is evi- 
denced by the startling results obtained by leading shops on 
Fifth Avenue. Many of the Fifth Avenue stores are featur- 
ing the ensemble idea of Opera Pump and a fine Ribbon mesh 
bow. This bow is of silver nickel finish, sometimes trimmed 
with a black center and ends, and also may be had in bronze, 
gun metal, and also gold to complete a parchment ensemble. 

One merchant has diversified his line by featuring attractive 
mesh bow knots ornamented with chrysoprase, lobster pink, 
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jade green and topaz effects. These ornaments when sold sep- 
arately are retailed from $1 to $5 per pair with a good profit, 
and are selling heavily. 

To facilitate the sale of pumps, and to maintain an up-to-date 
and attractive display, a complete line of these profitable shoe 
ornaments is obviously essential. 

It is considered good merchandising practice by leading 
retailers to supplement the hosiery department with a complete 
line of ornaments, giving special inducements to the sales staff 
for every pair of ornaments sold to their customers. 

Treat your ornament department with the same attention 
and thought given to the merchandising of shoes and hosiery, 
and you will be agreeably surprised at the amount of return 
on your investment. 

The illustrations shown above are merely representative of a 
large and varied collection of these goods which are in stock 
for immediate delivery by 

A. & H. VEITH, INC. 
9 EAST 38TH STREET, NEW YORK CITY 


Samples of these and additional styles will be gladly furnished 


on request. 
Adv. 





WHERE TO BUY 








Ideal Spats 
and 
Ornaments 
Spats, $10 to $32 doz. 
prs. Rhinestone orna- 


ments for Strap and 
and _ Colonial . 


Steel Buckles 

rious prices. 

MANOLIS MFG. CO. 

4248 N. Crawford Ave., 
CHICAGO 











Imported LINEN Spats 
in eee grey and tan, also SAILOLOTH 
eed tor formal and theatrical affairs. 


LYONS & COMPANY 
122 Duane St., New York, N. Y. 
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WHERE TO BUY 


Women’s Novelties 
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All leather imported Czecho Sandals 
72 pair of a color and pattern to each 
case. 

Sample cases of moulded Berta, Sonia and Riga, 
also London McKay, can be shipped for your = 

spection from New York. 
IRWIN _W. DAVID, General Manager 
THE R. STERN OO., ourth in. New York 


303 
Direct factory representa’ 
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WHERE TO BUY 
W ork Shoes 
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SPECIALISTS IN 
MEN’S and BOYS’ 


Goodwill Shoes 


“For Hard Service and LongWear" 


Ston Mas 


WD Werk and Service Shoes In Stock 
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honey. No,” she held up her hand as 
Billy was about to speak—“I know 
what you want to say, but I don’t want 
any stock given me. I want to put 
some money of my own in it. And as 
I have worked for the business ever 
since it was born, I feel as though it 
were our child in a way.” 

Billy grinned as June said hurriedly. 
“Now don’t you say it.” 

Billy’s mother had sent most of her 
personal things to her sister in Phila- 
delphia. She was very quiet these 
days, yet Billy never saw her except 
= a calm quiet smile on her tired 
ace. 


ILLY sensed what his mother must 

be thinking, and the sadness she 
must be feeling at the breaking up of 
her old life in Fretton. He said nothing 
about it, but every possible minute of 
that last two weeks he spent with his 
mother. They both experienced the joy 
of close, even though unspoken, com- 
munion. That two weeks was destined 
to remain a most precious possession to 
both of them. Billy and his mother 
became closer to each other during that 
sad but sweet period. 

And June, clever, capable June, kept 
away during the evenings, but most 
days she called on Mrs. Rogers, to ask 
things about Billy. What did he like? 
was there anything she ought to give 
him to eat? how could she make their 
Billy happy? And Mrs. Rogers would 
sometimes cry after June had left. She 
would often look at the photograph of 
her husband and think. “My dear. I 
wish you were here to see the happi- 
ness of our boy.” 

The night before the wedding, Billy 
and June paid a visit to Felkington’s. 
For a time neither spoke. Then Billy 
said. 

“Well, June, tomorrow is the day. 
And, wonderful, I’ll see that you never 
regret it. Gee, magnificent, but you 
are wonderful. Isn’t it great to be 
alive?” 

“Sure is, big boy, but I wonder if 
you will always think me wonderful? 
You know, Billy, I’m really quite or- 
dinary, but you will love me, won’t 
you?” 

“Will I I'll tell the 
world!” 

“Never mind the world, honey, tell 
me.” 

They left the restaurant holding 
hands. Two supremely happy people 
with a kindly, hopeful world, in front 
of them. 

The incorporation papers were all 
made out, the new business was an es- 
tablished fact. Billy had given his 
mother fifty shares of stock. “Just so 
that the best little mother in the world 
can have some stake in our business.” 

How Billy and Jack worked out the 
many and difficult complications which 
arose in organizing two businesses has 
no place in this story. Now is the time 
to ring down the curtain, for the career 
of Billy Rogers, shoe merchant, came 
to an end when the new enterprise of 
the Rogers Shoe Stores, Inc., came into 
existence. 


gorgeous? 


* * * 


TH following notice, clipped from 
the Fretton Courier of April 4, 
makes a pleasing epilogue to the story 
of Billy’s adventurings into the fas- 
cinating yet hazardous waters of run- 
ning a shoe store! 

“A wedding of unusual interest oc- 
curred at high noon today when Wil- 
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liam Rogers, the progressive and popu- 
lar young shoe merchant of Front 
Street, married the charming June 
Solent, until recently the bookkeeper 
for the Fretton Coal Company. 

“The young couple broke precedent 
by being married in business clothes, 
claiming they were business people. 
The bride wore a smart dark green 
dress trimmed with beige; her feet 
were shod in smart green leather one 
strap pumps, supplied by the groom. 
Many handsome gifts were showered on 
the lucky young couple. The members 
of the Fretton Chamber of Commerce 
presented a handsome silver tea service 
inscribed to: “Billy, the most popular 
of our younger members and to _ his 
charming bride. May they live long 
in Fretton and in the hearts of their 
fellow townspeople.” 

“More prominent among the guests 
were Emery Parker, Billy’s old em- 
ployer; Professor Brinstead who came 
specially to Fretton for the happy oc- 
casion; George Morland, whose store 
has been absorbed by the Rogers enter- 
prise; Jack Brinstead, Billy’s associate 
who acted as best man; Joel P. Grant 
of Lynn, Luke Zinner of the Courier, 
President Jethro Blunt and our fine old 
citizen Captain Jacks. Mrs. Rogers 
and Mrs. Solent, the mothers of the 
young couple surprised everyone by re- 
fusing to cry. As one guest said, ‘It’s 
the first wedding I ever attended where 
everyone was happy. After a ‘wedding 
luncheon’ served at Felkington’s Res- 
taurant, the young couple left for a 
two weeks’ honeymoon in Philadelphia 
and Atlantic City.” 

[THE END] 


Service and Fitting Won Suc- 
cess for This Children’s 
Department 
(CONTINUED FROM PAGE 45) 


shoes placed in the P. M. Section have 
a selling price divisible by three. This 
is to create an even selling price in the 
sale. No staple shoes are ever placed 
in the P. M. Section. After the sale 
the shoes are again placed on the reg- 
ular price schedule. Through this sys- 
tem we find our merchandise in the 
children’s department constantly in 
splendid condition. 

“Our modern miss department has 
created unusual attention. We discov- 
ered a vanity in little girls in the 11 
to 2 run that has made them particu- 
larly proud to be fitted in a separate 
department from what is generally 
known as the children’s department. 
In this modern miss department we 
carry shoes in heel heights from 8/8’s 
to 14/8’s. There is a grown-up feeling 
reflected in the minds of little girls 
fitted in this department, and we ob- 
serve increased interest and activity 
because of this psychological effect on 
a child’s mind, feeling that she has 
arrived at the age entitling her to re- 
ceive the same attention that her 
mother or an older sister does when she 
has her shoes fitted in a separate de- 
partment.” 

The inventive mind of this man 
Busby in developing the children’s shoe 
business is extraordinary. During the 
interview his selling thoughts seemed 
to be inexhaustible. After discussing 
the phase of the shoe business with 
Busby one readily understands the suc- 
cess of the shoe department in this fine 





| store of Krupp & Tuffly. 
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A sales increase 


on any one day may be 


Pe sat Eos tee © an accident eee but 


MILLER Trees 


make a daily 


especially for travelers. 


inerease certain... 


The selling of Miller Trees becomes a steady 
profit-maker because, once a customer learns 
the advantages of trees by use, he will ever be 


a repeat customer. 


More satisfied customers with better-looking, 
longer-wearing shoes will mean more repeat 


sales on shoes. 


O. A. MILLER TREEING 
gg MACHINE COMPANY 


that it is possible to ex- 
tend the tree, after it is 


in the shoe, by simply BROCKTON, MASS. 


turning the handle. 
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WHERE TO BUY 
Children’s Slippers 


S66 6 OAS ee 





Approved by Medical Men 


Burkley Shoe Co. 
1188 Me. Main St 
Breekton, Mass. 











IDEAL BABY SHOE CO. 
MRS. A. L. DAY 
887 Fourth Avenue 

New York 
828 W. Jackson Blvd. 


1807 Washington Ave. 
St. Louis 


. 49 Fourth St. 
San Francisco, Cal. 
Factory, Danvers, Mass. 
Send for Catalog 











Baby Shoes! 


Soft Soles and 
Moccasins 
64.80 to $9.00 dos 
All colors—all styles! 
Send for Samples! ! 
BOSTON BABY 











SHOE CO. 
We. 1014-1016 Harrises 
Ave., Bester 
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WHERE TO BUY 


Shoe Ornaments 
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MESH BOWS 
ARE NOW 
POPULAR 


Ass’d Styles, Samples on Request 


THE 
REYNOLDS COMPANY 


7 Eddy Street 
Providence, Rhode Island 














WHERE TO BUS 


Store Fixtures 
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NEW GOODWIN ( 


ATALOG 
STORE FINTURES 
INSTALLATIONS 


(,OODWIN & 
Worcester, VM 
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A Community Play Shop 


(CONTINUED FROM PAGE 42) 


all sorts of figures—soldiers, rabbits, 
and so on. Just to the left of the slide 
is a most realistic cage, divided into top 
and bottom. Behind the iron bars in 
the top cage are a tiger and a bear, 
while in the lower cage is a fierce look- 
ing lion. The animals are pasteboard 
cut-outs, but realistic. 

In front of these cages, on the right- 
hand side of the shop, are two circular 
platforms where the little children are 
fitted. No commonplace seats for 
them! Seats with arms made in the 
shape of rabbits, geese, horses, boats 
and dogs. The wall back of them, 
tinted in a warm, tannish red, is deco- 
rated with palm trees and castles. 
Felix the Cat, Ignatz the Mouse and 
Officer Pup appear in the decorative 
scheme. Across the way, above the 
green velvet chairs for the bigger girls 
and boys, more castles and trees are 
painted on the walls. Even Mr. 
Phillips’ desk, back of the slide, is half 
hidden by a screen of painted rose 
bushes. Near it is a srlendid hobby 
horse. The ceiling is pale blue and full 
of stars. The sides of the platforms 
have fascinating pictures of dogs and 
deer, a camel, a clown and others 
equally intriguing to the child. 

No merchandise is visible save in a 
very modest show case near the 
entrance. Stock is kept on shelves just 
behind the left wall, entrance being 
through a door decorated in black and 
green. All the woodwork is of a bright 
but soft shade of light vreen. The 
show windows are set off, having a 
door from the store entering an alcove 
into which the window door opens. Mr. 
Phillips said that this was an advan- 
tage, not only in securing a better dec- 
orative effect in the shop but in pre- 
venting the window from steaming. 

Mr. Phillips heartily welcomes every 
child who comes in, even those brought 
by curiosity and not intending to buy 
shoes; in fact, he encourages free use 
of the store by the children of the com- 
munity. The shop advertises in the 
local paper, The Highlander, devoted to 
community interests of the fine resi- 
dential section, where it is located, in 
the newspapers and also uses direct- 
mail circulars. Mr. Phillips makes his 
advertising personal by telephoning 
the mothers on his list, inviting them to 
leave their children at the store while 
they are shopping elsewhere in the 
neighborhood. 

In the short time the store has been 
open business has been extremely good 
and it is certain that the children like 
it and will want to patronize it. 


New Shoe Shop 


CLEVELAND, OHIO (UTPS)—A new 
Sally Sweet Shoe Shop has been opened 
on East 6th Street, between Euclid 
and Superior Avenues, in the center 
of Cleveland’s shopping district. The 
new store has a modernistic front, in- 
dividual chairs and low shelving. 
There is a small front shop with a 
raised rear parlor shop. A tan wall 
background predominates throughout. 

H. Kessler is manager of the 
store, with C. H. Wyman as assistant 
manager. Mr. Kessler was formerly 
connected with the Sally Sweet or- 
ganization in their manufacturing busi- 
ness. 
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Pumps Lead 


Des MoINeEs, Iowa (UTPS)-— 
“Pumps, pumps, pumps,” runs the re- 
frain of the shoe selling business in 
Des Moines, according to James §S. 
Tyler, secretary of the Des Moines 
Retail Shoe Dealers’ Association, and 
head of one of the shoe departments 
at Younker Bros. 

Plain black kid pumps are in th 
lead with light colored pumps just be- 
ginning to show strength. Beige kid 
is selling in some quantity, and is 
scheduled to continue in popularity. 
Some purple, dark green and blu 
pumps have been popular but are now 
on the wane, dark blue, however, hold 
ing up better than the other two 
Strictly high heels are in general favor 
on all pumps, with Cuban heels run 
ning second. 


Some Toe In, and Some 
Toe Out 


(CONTINUED FROM PAGE 57) 


The confidence of the parent in the 
institution and the intelligence with 
which she is handled is going to de- 
termine whether or not she will con- 
tinue to patronize a store for these 
shoes long enough for the child to re- 
ceive benefit. 

The fitting of ail corrective shoes in 
our children’s department is always 
passed upon by the one in authority in 
the department. This impresses the 
customer that her child is insured 
against faulty fits. 

We explain to our customers that 
they must not expect miracles, that they 
will probably not see any results for 
several years, and they must have pa- 
tience. We impress them with the fact 
that the shoe is only a part of the 
treatment. To remedy the defects sun- 
shine, proper diet and the aid and ad- 
vice of her physician are also impera- 
tive. 

Our continued success in this field 
is probably due to the fact that we have 
now been working intensively at this 
for over ten years, and there are no 
longer any doubts in our minds con- 
cerning the good they do. In other 
words, we believe in them, and, after 
all, isn’t that all that is needed to sell 
an article? 





WHERE TO BUY 
Modernistic Display 


Fixtures 








Personalized Service 
A service that reflects 









in ae. purely > eee 
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we 


METAL ARTCRAFT 
FIXTURE CO., Inc. 

















418 W. 41 St. NEW YORK i 
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SUNBEAM > 


—_ 


STITCH STEPS 


R497—Light Smoke Elk; 
Lizard Panel; heel. 

R496 — Patent; Reptile 
panel; heel. 


MAIZE SHOE CO., 
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ZAMAAIZE SHOE CO. = 
Z” 10 1 MINWWSSSSSWSSS 
IN STOCK 


Get the Trade 
of the 
Children 
and you'll 
Win the Trade 
of the Mothers! 






rN 


*“SUNBEAMS” 
are trade winners. 


Try an order. 
% 10; net 30 days. 





Rochester, N. Y. 








ica. 





NOTE TO SALESMEN: No better side line in Amer- 





We have a few good territories open. Write us. 
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Price Tickets 


Hand Lettered Prices 





Figures of dancers: 
bright red and 
black, price in 
dark blue on buff 
color cover stock: 
24 doz..... $4.00 
12 doz.... 2.25 
6 doz..... 1.25 


Check with order, 
please 


Other styles of price 
tags carried in-stock 











—samples on_ re- 
quest. 











Merchants’ Service Dept. 


BOOT AND SHOE RECORDER 
189 W. Madison St. 


Chicago, Il. 
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Harness Your Sales 








To An Established 








Leader 








apon 


for slipper uppers 


There may be guesswork about what new 
developments may bob up in the slipper field 
tomorrow, but—there’s no guesswork about 

consumer preference for Zapon. For years 
this material with the soft, pliable tex- 
ture has been specified in slippers that 
must combine a luxurious finish and low 
cost. J Durable—long-wearing—with 
a smartness that has not been obtain- 
ed at the expense of comfort, Zapon 
offers a wide variety of beautiful 
patterns in a complete color range. 
With these advantages, plus the 
alert policy of a company which 
is never caught napping by 
any sudden fashion trend, 
is it any wonder that 
Zapon leads in consistent 
sales and satisfaction ? 











I ZARINE 
Paris-inspired—this chamois-soft material 
is available in a wide variety of colors and 
patterns, and is both extremely durable 
and water-proof. Exclusively manufac- 
tured in America by the Zapon Company. 
Send for samples now. 


















avr 


The ZAPON COMPANY 
STAMFORD, CONN. 











The Policeman 


Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, April 5, 1930 
















F-NDURANCE 


Policemen walk more and abuse their rub- 
ber heels more in one day than most of us 
do in a week. United “D” and Button Heels 
withstand this rigid test of durability. Manu- 
facturers have adopted these modern, smart 
looking heels as standard equipment, because 
their tight attachment and flat tread protect 


the style and service that have been built 







into the shoe. 


Look for the 


“— 









r 
Pe ok ee 
7.99% © %."¢ 
ree rt 
-¢ 


Look for the 


* Buttons” 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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THIS MAY BE 
YOUR OPPORTUNITY 














SALESMEN WANTED 


SALESMEN WANTED 


FOR SALE 











$5 and $6 
MEN’S SHOES 


In-Stock line of men’s Dress 
Welts. Wide range of patterns 
and lasts. Ohio and Indiana open 
to experienced salesman. Com- 
mission basis. Give references 
and full details in first letter. 


Address B-741, care Boot and 
Shoe Recorder, 239 W. 39th St., 
New York, N. Y. 








SALESMAN WANTED 


Several territories open to sell low priced 
attractive LIND OF INFANTS’ TURN 
SHOES carried in stock—Liberal com- 
mission—State territory covered and 
send references in first letter. Address 
B-737, care Boot and Shoe Re- 
corder, 239 W. 39th St., New 
York, N. Y. 











WANTED — SALESMEN with established 
territory to carry as sideline on commission 
basis, full line ladies’, men’s, children’s house 
and_ boudoir “—, Liberal commission. 
L. Salenfriend & Co., 686 Broadway, New York. 





POSITION WANTED 








S§ HOE salesmen wanted to carry a line of 
spats and shoe ornaments as a _ sideline, 

those who have time to allow them to carry a 

side line, answer only with references. 

olis Manufacturing Company, 4248 No. Craw- 

ford Ave., Chicago, Illinois. 





ALESMEN WANTED—FEstablished manu- 

facturer of fine turn mules and d’Orsays 
wants salesmen (with automobiles preferred) 
to cover Pennsylvania, District of Columbia, 
and Maryland and New England. Address 
B-734, care Boot and Shoe Recorder, 239 West 
39th Street, New York, N. Y 





SALESMAN wanted for Western and South- 

ern Ohio territory, carry our line of Welts, 
McKays, Stitchdowns, Leggings. All styles in 
stock. Must reside on territory and travel by 
ome. qpnews Shoe & Legging Co., Hagers- 
own, Md. 





S ALESMEN wanted to carry, on commission 

basis, manufacturers line of men’s Spats and 
Soft Sole House Slippers, including slippers 
with rubber and wood heels of exceptional 
values to retail from $1.00 per pair to $3.50. 
Give reference and state territory covered in 
first letter. Address B-726, care Boot and Shoe 
239 West 39th Street, New York, 





A LARGE manufacturer of women’s shoes in 

* both welts and McKays to retail at five and 
six dollars has Southern territory open for 
special representative. Only experienced men 
will be considered as this line is presented to 
volume buyers exclusively. In reply state your 
age, previous experience and territory with 
which you are familiar. All replies will be 
treated confidentially. Address B-742, care Boot 
and Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





S HOE SALESMAN—12 years’ retail experi- 
ence, good references, wishes position retail 
or wholesale. Address B-735, care Boot and 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





S HOE and Hosiery Dept. Manager and Buy- 
er wishes California position; Thirty-six 
years old, married and can give excellent 
references as to my ability to produce, am now 
employed. Address B-738, care Boot and Shoe 
Recorder, 239 W. 39th St., New York, N. Y. 





XPERIENCED Manager, Buyer and Sales- 

man of Men’s, Women’s and Children’s 
shoes wants connection with live organization, 
as department or store manager. 15 years’ 
experience, unquestionable references. Prefer 
Southwest or Pacific coast. Now employed as 
manager, 35 years old, good health, married. 
Address B-739, care Boot and Shoe Recorder, 
239 W. 39th St., New York. 





FOR LEASE 


WANTED to lease two shoe departments in 
one hundred per cent locations, Grand 
Rapids, Michigan, and Springfield, Ohio. Very 
desirable arrangements can be made with live 
operator. Address B-736, care Boot and Shoe 
Recorder, 239 W. 39th St., New York, N. Y. 





Fixtures and equipment in a splen- 
did shoe store in Fond du Lac, Wis- 
consin, the cost of manufacture and 
installation being over $4,300.00. 
This is part of an estate being liqui- 
dated under an assignment and these 
fixtures and equipment may be pur- 
chased at a considerable reduction 
from their real value. If interested 
communicate with 


CHARLES D. BREON, Trustee 
311-312 First National Bank Building 
Oshkosh, Wisconsin 











Window Fixtures 
For Sale 


Variety of slightly used, very high 
grade beautiful window furniture 
consisting of various sizes of wood 
benches, consoles and corner tables; 
also glass pedestals. Price ex- 
tremely low. 


MALING BROTHERS, INC. 
6256 South Halsted Street, Chicago 

















LINE WANTED 


LINE wanted for St. Louis and nearby terri- 
tory in Ill. 12 years with one firm. Ad- 
dress Shoeman, 815 Providence Ave., Webster 
Groves, Mo. 








A™ OPEN for Oklahoma or Oklahoma and 
Kansas. 15 years in territory, shipping over 
100,000 a year. Misses, children, growing 
girls’ shoes. If have opening for a producer, 
address B-743, care Boot and Shoe Recorder, 
239 W. 39th St., New York, N. Y. 





BUSINESS OPPORTUNITY 


ACTIVE or inactive Associate with Capital, 
needed for extensive development for our 
new Tackless, Brooklyn Type, Hard Sole 
Boudoir Slipper, to retail at $1.50 to $2.50. 
Tremendous possibilities; New York Factory. 
Address B-740, care Boot and Shoe Recorder, 
239 W. 39th St., New York, N. Y. 





FOR RENT 





A LIVE department store, doing $100,000 
ladies’ shoe business having two small 
branches, wishes to rent out their shoe depart- 
ments to an up-to-date concern. This business 
can be doubled with smart up-to-the-minute 
merchandise. Write immediately Black Com- 
pany, Fargo, N. 





be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
mum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge $1.25. When 
a box number is desired twelve words should be added for the address. 


The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
w* Advertisements for this page must be in our New York office on Friday of the week preceding publication. OS 


In all other cases each word of the address should 
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WANTED TO PURCHASE 











PATENTS 














“HIGHEST CASH PRICES 
PAID 


1 for shoe stocks, slow sellers, ete. Short term 
leases taken over. Transactions confidential. 
Est. 1890 
MAX GLAUBERG 
395 Broadway, New York City 
2 Phone Canal 7854 : TILTS ATANY ANGLE 
F POOPLOOL LIPO DDO DOL DD ODD LODO LOO ODOD 





$2.75 Half Gross 











. pd you contemplate selling your Guaranteed te give 100% 
ha — stock _< Satisfaction 
. muzica Prompt M. D. rae CO. 
tention given. 416 Victoria Bldg. 
KIRSCH-BLACHER CO., INC. 
624 Broadway New York 


Phene Spring 1448 











BLANCO 


KEEPS WHITE SHOES 
WHITE 








TO BE SURE YOU RECEIVE 
HIGHEST PRICES In tubes ready for use or in 
fer your retail or and go. entize cake form 
or surplus stocks, us LAING HARRAR CHAM 
(Hetab. 40 years.) “besh toanssetionn. a N. 3rd 5, ee creel 
Export Surplus Purchase Co., Ine. ss as we oe euatas 





596 Broadway, New York, N. Y 
Telephones Canal 6874 and Canal 0655 











Window Decoration 
and maker ef 
Artistic Price Tickets 
? Eatest in ee and Domestie Bell 
MERCHANTS’ NEEDS me ingots ont Bene 
Gamplee 3 ~ free on request. 
EMIL RUBLACK 
140-1423 West Broadway 
1908 New York 






























































Milbradt 
Rolling Step Ladders 
Bnable yeu to reack 
. highest shelves 
prec They last a lifetime 
= and 
Are made in any style, 
or size to fit any POMPOMS AND ORNAMENTS FOR 
of shelving. SOFT SOLE SLIPPERS 
Waste Se quam os eatalog The right merchandise af the right price. 
and let us suggest the best Samples sent on request. 
? -| ladder for — use. my-gRane State SUPPLY CO. 
— 3 . 603 B New York Oity 
Se Milbradt 
Manufacturing Co. 
Established 1806 
2416 No. 10th Street Every this "> zour Windows 
a 
ST. LOUIS, MO. Backgrounds. aa 
es pare, ciazey Cam yeiatys, rope, 
Pyfins Fells. Paes ‘alonees, tie bears 
rial. Grass Mats. Send for Fancy Paper Book. 
jet. Price Tickets. 
DAVE’S DISPLAY DECORATIONS 








118 West Broadway, New York 








Vi NDOW 
DISPLAY F F _— 7 


ESTABLISHIO 1690 


LABELS 
SHOE CARTONS 


SEGALLE SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS | 
SEND FOR CATALOG, 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


%e}- an LEXINCTON AVE. BROOKLYN. NY 


AMERICA’S CREATEST 
SHOE CARTON & LABEL MFCS 
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(PATENTS) 


Time counts in applying for — 
risk delay in protecting your ideas. 
sketch or model for instructions or write ‘ 
FREE book, ‘“‘How to obtain a Patent’’ and 
“Record of Invention’’ form. No charge for 
information on how to proceed. Communications 
strictly confidential. inns. careful, efficient 
service. Clarence A. O’Bri Regi 

Attorney, 453-C, Security ‘Dovings and Comm’l 
Bank Building (directly across street feom U. 8. J 
\. Patent Office), Washington, D. C. 











MERCHANTS’ NEEDS 











No. 1581—75¢ te Pair 





Semple A fer Your Approval 
Cheerfully Submitted 


The National Buckle Co. 











Northwood Plant to Open 


NortHwoop, N. H.—Residents of the 
town at a mass meeting held the past 
week subscribed a sum of several thou- 
sand dollars to finance the reopening 
of the local shoe plant which was for 
many years operated by C. K. Fox, Inc., 
and H. E. Lewis, Inc. The company 
was last conducted by the Roslin Shoe 
Co., but operations have been suspended 
since last fall. With the financial sup- 
port available from the town, Haverhill 
manufacturing interests are reported 
ready to take up active shoe production 
here. The machinery with which the 
plant is equipped is owned by Herman 
E. Lewis, Haverhill, whose name has 
been connected with the reopening of 
the plant. 


Jack Downs Made Buyer 


CANTON, OHI0O—Jack Downs, orig- 
inally of Moundsville, W. Va., has suc- 
ceeded Fred Schwable as shoe buyer 
of the George E. Stifel Company, 
Wheeling, W. Va. His experience has 
been wide in scope having spent more 
than six years at the Stone and 
Thomas Company and two years at the 
George R. Taylor Co., 1 Miller salon. 
He has also spent considerable time in 
large eastern cities making a study 
of shoe styles and foot fitting his spe- 
cialty. He has just returned from an 
extended buying trip in the east. 
























yd 


Greeley’s House Slippers 


Ladies’ Black Vici Kid 1 
Strap Slipper, Quilted Sock, 
Sewed, Turned, Leather Sole. 
Right and Left Last. 
Whole Rubber Heel. 
12 pr. lots, $1.35; 
36 pr. cases, $1.30 
per pair. 


A. W. GREELEY 


wy; 12 Duncan St., Haverhill, Mass. Sey: 




















Stocked. Price 50 cents. 











Haverhill Factories 
At New Capacity 


HAVERHILL, MAss.—Blacks are pre- 
dominating in local shoe production. 
Local shoe men do not find it easy to 
explain the great run on blacks in view 
of the almost general early season fore- 
cast of colored kids in the beige, parch- 
ment, and suntan tints. They have, 
however, hurried to supply the popular 
mat kid, patent, and black satin with 
corresponding increase in production. 
There is expected to be some consider- 
able outlet as warm temperatures come, 
for the colored kid. 

Local plants are operating at near 
capacity on Easter business with a 
good outlook for immediately after the 
Easter trading period. There is a 
marked increase in the volume of the 
turn shoe business. A movement to 
supply turns at $5 to sell in competition 
with McKays is noted and appears to 
be meeting with considerable success 
in the face of highly competitive con- 
ditions. 





Adds Another Store to Chain 


RICHMOND, VA. (UTPS) — The 
Haines Shoe Co. has announced plans 
for opening a retail store at Lenoir, 

C., at an early date. The company 
has stores selling popular-priced shoes 
in Statesville, Lexipgton, Greensboro 
and Charlotte, N. C., and the branch at 
Charlotte will be the fifty-third of the 
chain represented throughout’ the 
South. E. A. Sherrill will be manager 
of the new store. 





Heel Company Moves 


RICHMOND, VA. (UTPS)—The AI- 
bert W. Lang Heel Co. of Lynchburg, 
Va., has moved from the loft building 
heretofore occupied by the concern to 
larger quarters in Park Avenue. The 
concern now is using 2000 ft. of floor 
space. It employs 150 persons, 60 per 
cent of whom are women. 





Reports Good Results 


Cuico, Cat. (UTPS)—Ralph Burke 
reports splendid reception of his 
Burke’s Foot-Fitting Shoe Shop, re- 
cently opened in Chico, where he is 
stocked with a full line of shoes for 
the entire family. Elwood R. Honodel 
is assistant manager of the store. 








H. G. Tucker Killed By 
Monoxide Gas In Garage 


Prominent In Brockton District; 
Treasurer of Ben Marsh 
Shoe Co. 


BROCKTON, Mass.—Henry Guild 
Tucker, treasurer of the recently or- 
ganized Ben Marsh Shoe Co., of 
Stoughton, Mass., and one of the best 
known of the younger shoe factory ex- 
ecutives in this district, was asphyx- 
iated by carbon monoxide gas March 
26, while working on his automobile in 
the garage he leased in the rear of 57 
N. Main Street. Although alive when 
found, emergency efforts to revive him 
at the Brockton Hospital were of no 
avail. Funeral services were held at 
his home, 235 West Elm Street, Friday, 
March 28. 

Mr. Tucker, who was 46 years of age, 
graduated from Harvard University in 
1906 and received his degree from the 
Harvard Law School three years later. 
He passed his Massachusetts bar ex- 
aminations the same year. 

His first position of importance in 
the shoe industry was as salesmanager 
of the Emerson Shoe Co., of Rockland. 
Later, with D. F. Quigley, he organized 
the Conrad Shoe Co. of Brockton and 
remained as its treasurer for eleven 
years. This partnership was dissolved 
about six months ago, following which 
came the organization of the Ben Marsh 
Shoe Co., with Mr. Tucker as its treas- 
urer. Mr. Tucker took an active inter- 
est in the Harvard Club of Boston and 
was, also, a member of Norfolk Union 
Lodge, A. F. and A. M., of Randolph. 
Surviving him are his widow and three 
children. 


Reopens as Family Shoe Store 


BERKELEY, CAL. (UTPS)—Howard 
Rutter has reopened the shoe shop for- 
merly occupied by the Model Shoe 
Stores, Inc., and has transformed it 
into a family shoe store, featuring the 
popular priced lines, displaying on his 
store front the slogan “Rutter’s Qual- 
ity Shoes.” Mr. Rutter continues his 
shoe department in the National Dollar 
Store, Oakland, and has appointed as 
manager of his new Berkeley store 
George Germina, formerly with The 
Shoe Market, San Pablo Avenue, Ber- 
keley. 
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New Edition Soon 
Shoe and Leather Lexicon 


We are ready to take orders for April Ist de- 
livery of the new and revised Shoe and Leather 
Lexicon. This handy book of the trade is in its 
sixth edition, over 100,000 copies now in use. 


Boot and Shoe Recorder 
239 West 39th St. 















New York, N. Y. 


Snakeskins Lead in Canton 


CANTON, OHIO (UTPS)—Following 
his semi-annual custom of redecorating 
his department to accord with the sea- 
son, W. R. Olson, manager of the shoe 
department of the exclusive woman’s 
store, The Stern & Mann Company, 
this year achieved an atmosphere of 
springlike freshness by the restrained 
but artistic use of apple green. 

Apple green upholstered settees oc- 
cupy the center of the drawing-room- 
like department, and are placed on 
either side of a console table, whose 
modernistic lamp sheds a soft light on 
a pair of snakeskin pumps. Thrown 
carelessly over the edge of the table is 
a green sport coat with belt of snake- 
skin to match the shoes; a pocketbook 
of the same material lies close by, cre- 
ating a charming ensemble which 
draws the attention of the feminine 
customer as she drops down on the 
comfortable divan. 

According to Mr. Olson, many a sale 
has resulted from his ensemble collec- 
tion, which he changes two or three 
times a week. 

The fresh spring green of the dra- 
peries of the department and the green 
panels of the light-flooded shoe cases 
built into the back wall form a color- 
ful background for Mr. Olson’s best 
seller this spring—the light reptile 
shoe. The reptile shoe is going strong 
in plain styles and combined with con- 
trasting shades of leather. 

Black runs a close second with the 
1930 shopper at Stern & Mann’s, while 
beige and brown combinations are 
third choice. 





Charter Greiner’s Inc. 


CoLumBus, OHIO (UTPS)—Papers 
have been filed with the secretary of 
state chartering Greiner’s, Inc., with a 
capital of 50 shares of no par stock for 
the purpose of dealing in shoes, hosiery, 
footwear accessories and similar mer- 
chandise. Incorporators are Charles 
Greiner, Robert Greiner and Harry 
Greiner. The company is one of the 
oldest in the city and was established 
by the father of the three incorpora- 
tors about 45 years ago. 





Leases New Store 


SAN FRANCISCO, CAL.—Gallenkamps 
Shoe Co. has leased the store premises 
at 110 Third Street from Howard T. 
Grimm and Marion Smith, through the 
firm of Madison & Burke. 
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Business Changes 


CONNECTICUT — Stamford — Sterling Boot 
Shop (Lagan & Lipschik); boots and shoes; 
succeeded by John Jakubek. 

FLORIDA—Lakeland—Ott Clo. Co.; boots, 
shoes, etc.; incorporated. 

ILLINOIS — Chicago — Jack Moss (206 N. 
Clark St.); boots, shoes, ete.; reported sold 
or closed out business, 

Selz, Schwab & Co., Inc. (Market and Mon- 
roe Sts.); manufacturers and wholesale boots 
and shoes; reported liquidating. 

William Weintraub (1955 W. 25th St.),; boots 
ind shoes; succeeded by Roman P. Hirsch- 
hoeck. 

Rockford—Certified Shoe Corp.; manufac- 
turers men’s shoes; reported liquidating. 

MASSACHUSETTS — Boston — Consolidated- 
National Shoe Corp.; manufacturers; fil 
$100,000 issue of common and preferred stock. 

Lynn—F. J. Mathiew Shoe Co.; shoe manu- 
facturers ; removed to Newburyport, Mass. 

Perkins-Jones Shoe Co., Inc.; manufacturers; 
reported liquidating. 

Malden—Malden Shoe Shop (Louis S. Rosen- 
wald, prop.) (420 Main St.); boot and shoes; 
reported sold or closed out business. 

NEW JERSEY — Clifton — Dennis Monchak ; 
boots, shoes, etc.; sold out to Finn Andersen. 

Lodi—A. Rosenstone; boots and shoes; re- 
ported store closed. 

West New York—Schultz Shoe Co. (615 
Bergenline Ave.); boots and shoes; inc. au- 
thorized capital $10,000. 

J. Zwain, Inc.; boots and shoes; inc. 
authorized capital $50,000. 

NEW YORK—Brooklyn—Dabs Shoe Mfg. Co. ; 
shoe manufacturers; inc. authorized capital 
$10,000. 

L’Giant Shoe Mfg. Co.; boots and shoes; inc. 
authorized capital $20,000. 

Glens Falls—Wiley & Mason Co.; boots and 
shoes; name changed to John Wiley Shoe Co. 

New York City—Aperion Shoe Shop; boots 


and shoes; inc. authorized capital $20,000. 

Bass Sales Co.; boots and shoes; inc. au- 
thorized capital $20,000. 

Biltmore Shoe Co., Inc.; boots and shoes; 
inc. authorized capital $20,000. 

Boston Outlet Store Corp.; boots and shoes; 
ine. authorized capital $10,000. 

Fut-Cumfut, Inc.; boots and shoes; inc. au- 
thorized capital $10,000. 

M. Katz, Inc.; boots and shoes; inc. author- 
ized capital $100,000. 

Lane Bottery; boots and shoes; inc. au- 
thorized capital $10,000. 

Levy & Schatz, Inc. (157 Duane St.); whole- 
sale shoes; reported sold or closed out business. 

Merit Sportwear, Inc.; boots, shoes, etc. ; 
incorporated. 

Benjamin Schwartz (Benjamin’s Shoe Shop) 
(18 Featherbed Lane); boots and shoes; re- 
ported discontinuing business. 

Oswego—Oswego Shoe Co., Inc.; boots and 
shoes; inc. authorized capital $20,000. 

NORTH CAROLINA—Statesville—The Fuller 
Co.; boots, shoes, etc.; inc. authorized capital 
$25,000. 

Winston-Salem—Twin City Shoe Co., Inc.; 
boots and shoes; inc. authorized capital $20,000. 

NORTH DAKOTA—Minot—Scotts Shoe Store; 
boots, shoes, etc.; sold or closed out business. 


OHIO—Cincinnati—Frankel Shoe Co.; boots 
and shoes; incorporated. 

Rosen’s, Inc.; boots, shoes, etc.; incorporated 

Spire’s Shoe Corporation ; shoe manufacturers ; 
incorporated. 

Cleveland—East 79th St. Shoe Store (1149 E. 
79th St.); succeeded by Mrs. Celia Broadman. 

WISCONSIN—Milwaukee—Baranow & Cohn 
Novelty Shoe Store) (1126 Walnut St.); boots 
and shoes; partnership dissolved; succeeded by 
Ben Cohn. 

Oshkosh—Dame’s Boot Shop, Inc.; boots and 
shoes; inc. authorized capital $10,000. 








Failures, Embarrassments, Etc. 


CALIFORNIA — Los Angeles—Sam Meller; 
boots and shoes; reported called meeting of 
creditors. 

San Diego— Leo Loeffler (Loeffler’s College 
Bootery) ; boots and shoes; reported petition in 
bankruptcy. 

Ventura—C. D. Barnett; boots, shoes, etc. ; 
extension granted. 

CONNECTICUT — New Britain — Ben Levine 
(417 Main St.); boots, shoes, etc.; reported 
petition in bankruptcy. 

DISTRICT OF COLUMBIA — Washington — 
S. B. Dannheisser; boots, shoes, etc.; reported 
petition in bankruptcy. 

FLORIDA — Miami— A. Goldstein & Son 
(Broadway Tailors) ; boots, shoes, etc.; reported 
petition in bankruptcy. 

GEORGIA—Augusta—S. Steinberg; wholesale 
and retail boots and shoes; reported offering to 
compromise at 25 per cent. 

ILLINOIS—Calumet City—Sigmund Ciczewski ; 
boots, shoes, etc.; reported assigned. 

Chicago—Isadore Schatzman (1346 Halsted 
St.); boots and shoes; reported receiver ap- 
pointed. 

Joseph Wien (502 W. North Avenue); boots 
and shoes; reported called meeting of creditors. 

Danville—David Iskowich (Davey’s Store); 

ts, shoes, etc.; reported offering to com- 
promise at 30 per cent. 

Palestine—Alfred Breslauer; boots, shoes, etc. ; 
reported petition in bankruptcy. 

MAINE—Lewiston—Ellis-Eddy Co., shoe man- 
ufacturers; reported petition in bankruptcy. 

MASSACHUSETTS—Chelsea—Kenmore Shoe 
Co.,, Inc.; shoe manufacturers; reported peti- 
tion in bankruptcy. 

Palmer—Goodes Shoe Store (427 Main St.); 
boots and shoes; reported assigned. 

Uxbridge—Malley’s Shoe Store; boots and 
shoes; reported assigned. 
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NEW JERSEY—Jersey City—Harry Reitman ; 

ts, shoes, etc.; reported petition in bank- 
ruptcy. 

Newark—Daniel Chiacco; boots, shoes, etc.; 
reported assigned. 

NEW YORK—Brooklyn—J. & O. Shoe Corp. ; 
shoe manufacturers; reported offering to com- 
promise at 32%, per cent—17%% per cent cash 
and three notes of 5 per cent each due in 4, 
8 and 12 months. 

Lowville—Joseph L. Samuel; boots, shoes, 
reported petition in bankruptcy. 

Nyack—Abraham Prager; boots and shoes; re- 
ported called meeting of creditors for March 28. 

Rochester — E. Kahn (“French Slipper 
Shoppe”) ; boots and shoes; reported assigned. 

OHIO — Canton — Morris Charmatz (Charms 
Clo. Co.); boots, shoes, etc.; reported petition 
in bankruptcy. 

Cincinnati—M. Singer (4037 Hamilton Ave.) ; 
boots and shoes; reported petition in bank- 
ruptcy. 

Cleveland—Harry Cowan (700 Lexington St.) ;: 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

PENNSYLVANIA — Juniata — H. E. Ruehr; 
boots and shoes; reported offering to compromise 
at 30 per cent. 

Meadville—Ernest Nicola; boots, shoes, etc. ; 
reported assigned. 

Middletown—Krauss Bros.; boots, shoes, etc. ; 
reported petition in bankruptcy. 

Philadelphia—David E. Klempner (2945 N. 
22nd St.) ; boots and shoes; reported called meet- 
ing of creditors for April 3. 

TEXAS — Grand Prairie — Clyde Lucas 
(“Clyde’s Men’s Shop’); boots, shoes, etc.; re- 
ported assigned. 

VIRGINIA—Danville—Danville Tailoring Co.; 
boots, shoes, etc.; reported assigned. 

Norfolk—Jacob I. Schwarz (“Cinderella Boot 
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Shop”); boots and shoes; reported petition in 
bankruptcy. 

WISCONSIN — Milwaukee — Joseph Leeb 
(Leibovici) ; boots and shoes; reported assigned. 








New Shoe Dealers 


Windsor, Vt.—J. J. Newberry Co. 

Burlington, Kan.—J. C. Penney Co. 

Niagara Falls, N. Y.—J. C. Penney Co. 

Webster, S. D.—J. C. Penney Co., Henry 
Witt Bldg. 

Jeffersonville, Ind.—J. C. Penney Co., Suring 
and Chestnut Sts. (soon). 

Honesdale, Pa.—W. T. Grant Co. (soon). 

Johnstown, N. Y.—W. T. Grant Co., 126 W. 
Main St. (soon). 

Towanda, Pa.—W. T. Grant Co. 

Winter, Tex.—Woodroof's. 

Perth Amboy, N. J.—Union Store, 183A Smith 


t. 

Hominy, Okla.—J. P. Wilson Department 
Store, 118 W. Main St. 

Sparta, Ga.—Hill Bros. 

Lake City, Fla.—The Surprise Store. 
Victoria, Tex.—Ed. Meyer. 

Pryor, Okla.—S. R. Bynum. 

Waterloo, Ind.—Lockhart & Hevel. 

Lamar, Ark.—Herbert Blair. 

Santa Monica, Cal.—The Boston Store, 216 
Broadway. 

Buffalo Gap, S. D.—Thomas Petty. 

Platte, S. D.—Frank Astin. 

Harrison, Ark.—W. E. Stephenson & Co. 
Morrillton, Ark.—Joe L. Rector. 

Linden, Tenn.—C. C. Hinson. 

Scottsboro, Ala.—J. M. Bryant. 

Irene, S. D.—Ralph Larsen. 

Hildreth, Neb.—John K. Richardson. 

New Blaine, Ark.—B. E. Wood. 

Arlington, Neb.—J. A. Peterson. 
- Dallas, Tex.—Emerson Shoe Co., 1502 Main 
e. 

Cleveland, Ohio—Midwest Shoe Co. 

Erie, Pa.—Midwest Shoe Co. 

Chicago, Ill—Paramount Shoe Co., 209 S. 
State St. 

Louisville, Ky.—The Palmer Co., 314 S. 4th 





Sioux City, Iowa—Kilgour, Maynard & Mil- 
holland, 420 Pierce St. 

Appleton, Wis.—Schiff Shoe Co., Beglinger 
Bldg. (soon). 

Oswego, N. Y.—Brownbuilt Shoe Co., 41 E. 
Bridge St. 

Lynchburg, Va.—G. A. Coleman Co., 911 
Main St. 

Evansville, Ind.—Enna Jettik Boot Shop, 217 
Main St. 

Little Rock, Ark.—Marx, 620 Main St. 

Penn Yan, N. Y.—Excell Boot Shop, Inc. 
Pueblo, Colo.—Feltman & Currie Shoe Stores, 
Inc., 522 N. Main St. 

Durant, Okla.—Shaw’s Buster Brown Shoe 
Store. 

Elkhorn, Wis.—Modelette Shoe Co., S. Broad 
t. 


; Brooklyn, N. Y.—Dabs Shoe Manufacturing 
Buffalo, N. Y.—Wernick & Ross, 253 Dela- 


New York, N. Y.—John Daniell & Sons (new 


dept.). 

Lewis, Ilowa—Rock & Krohn. 

New York, N. Y.—Aperion Shoe Shop, Inc., 
Kings. 


Redstripe, Ark.—Odus M. Logan. 

Fillmore, Cal.—Phil Leiberman, Hickery Bldg. 

Hope, Ark.—T. R. Billingsley. 

Red Wing, Minn.—Adler & Beckman. 

Beaver City, Neb.—Bonser & Bridgewater. 

Hollywood, Cal.—Edwin Clapp Shoe Store, 
6621 Hollywood Blvd. 

Tulsa, Okla.—W. L. Douglas Shoe Co., 520 
Main St. 

New York, N. ¥.—Barna’s Crochet Shoe Co., 


ne. 
Greer, 8S. C.—Bailes-Collins Co., Inc. 
Boston, Mass.—Beacon Shoe Corporation. 
Boston, Mass.—Bay State Leather Co., Inc. 
Anderson, Ind.—Fadely & Ulmer, Inc., 830 
Main St. 
Newburyport, Mass.—F. E. Adams, Inc. 
Cambridge, Mass.—Meicolm Shoe Corp., 524 
Mass. Ave. 
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Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boot anp 
Suoe Recorver is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 
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j 7 feat ever attempted in business paper 
CHICAGO St. Louis BosTon . . s th chs th 
189 W. Madison St. 1627 Locust St. 140 Federal St history. It pictures the merchant who 
CINCINNATI ROCHESTER PHILADELPHIA wastes his money on issues other than 

01 First Nat. k Bldg. 115 Ellwe ar ¢ ‘ry Bldg Ss. 2 Ss oni : P 
irs it. Bank Bldg ) anger and Barry Bldg 214 S. 12th St legitimate merchandise and we show 
SUBSCRIPTION RATES 4 h — . the ; — 
The subscription — of the Boot anp SHOE RecorpDER is $3.00 for one year, which includes In eac succeeding issue e progress 


stage in the United States, its possessions and (Canada. se, its fense, its prosecution 
FOREIGN SU BSCRIPTION—_The price to all foreign countries except the above is $10.00 per of the case, ts defense, I 
year including postage. and the verdict supported by the best 
All subscriptions a ayable in advance. Single jes 25 cents. ° 
ses tnicrenlasanit st rescue aaechiaieenstooniliecootsi of evidence. No merchant can afford 


National Buckle Co., New York City 
Reynolds Co., The, Providence, R. I 
Veith, A. & H., Inc., New York City 


Candin Cc. L., & Co., Inc., Worcester, 


is the time when spring 























4 request for change of address must reach us at least thirty days before the date of tssue to miss these issues. 
vith which it is to take effect. Duplicate copies cannet be sent to replace those undelivered 
through failure to send advance notice. With your new address be sure also to send us 

the old one, imclosing if possible your address label from a recent copy. 





Entered as second-class matter Sept. 19, 1925, at the Post Office at New York, N. Y., under the act of 
March 3, 1879 


Member, Audit Bureau of Circulations; Member, Associated Business Papers, Inc. 
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As Uniform as Human Skill Can Make Them 


Right in step with every advancement of modern shoemaking 
— millions upon millions of VULCO-UNIT BOX TOES are 
supplied to leading shoe manufacturers each year — manufac- 
turers who know VULCO-UNIT BOX TOES to be of as uni- 
formly high quality as human skill can make them. 


BECKWITH MANUFACTURING COMPANY 
Largest Manufacturers of Box Toes in the world 


STATLER BLDG. + BOSTON 


ALE IA LB 8 My i SDL it, BO ans 
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The 
FLOWER HEEL 
No. 760 


This dainty self-color heel 


The 
DOUBLE STEEPLE 


No. 490 


in an interesting flower de- 
sign has a special appeal for 
the woman who pays close 
attention to the smallest de- 
tails of her costume. Sheer 
chiffon — silk from top to 
toe—in a wide range of the 
newest shades. 


This striking new heel design has the arresting 
contrast of jet black against the lighter color of 
the hose. Smartly trim and slenderizing. Sheer 
chiffon, in all the latest colors. 


EADING hosiery departments throughout the 

country are building sound profits around the 
Rosaine Line. Rosaine shows the widest range ot 
stylish novelties—plus sound staple. numbers—at prices 
that are right. Immediate deliveries in all wanted 
colors. Send for samples. 


ROSENHAIN COMPANY, Inc., 51 Madison Avenue, New York 
Division of the Oscar Nebel Co., Inc. 


MILLS: HATBORO, PA. 





Rosaine Hosiery 
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Every Woman in 
Your Local Trading 
Area is Logically : 
Your Potential fp 
MOJUD Price 


Customer , nee tenses 


$15 per dozen 

Surrounding your place of business is a definite area in which you are Net; sold on ex- 

: ‘ clusive franchise to 

better able to sell, serve and control—this area is your local market and enn dealin tin 
it is MOJUD’S purpose to help you promote this territory intensively trading area 


so that you can make the most of your market opportunity. 


e 
Write to us for two folders which we have given the title, “What is a hdl 
Good Customer Worth”... We believe the MOJUD plan outlined 


OtG us Par OFF, 


therein will answer the problem of New Day competition through sug- The Hall Mark 


gestions for the intensive cultivation of your local market of First Quality 
stamped on every 
Worth writing for...at once! Address Department B pair of Mojuds. 


MOCK, JUDSON, VOEHRINGER CO., Inc. 








Pierce and Eighth Aves. Voy ( FACTORIES 


FASHIONED 
Long Island City SILK STOCKINGS GREENSBORO, N. C. 
Sales Office, 385 5th Ave., N. Y. C. PHILADELPHIA, PA. 
Chicago Branch, The Merchandise Mart LONG ISLAND CITY, N.Y. 
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HE MOST TALKED 
ABOUT STOCKING 


DF THE TIMES ... 
2 


"HE ULTIMATE IN 
SILK HOSIERY 

| GRACE 

| ELEGANCE 


SERVICE 
o* 





















FTER FIFTY YEARS 


WE FINISHED STOCKING [edainer fasnid 

) F Te l J 
til Society Maid produced feather fa- The fashioning marks are hidden by a pat- 
ioned, the new type of full fashioned ented process of knitting . . . The patch and 
sckings, manufacturers had been unsuc- shadow effects at the seam are eliminated 
essful in their efforts to conceal fashioning ... There is nothing to blemish the clear, 
aks. It didn't seem possible to get those sheer beauty of the fabric. As you will notice 


19 rows of fashioning points and the un- in the “close-up” illustration, the knitting fol 


sirable patch effect out of sight. lows a curving, featherline course into the 


seam, which effectively slenderizes the leg 


ow it is accomplished . . . hosiery, shaped and accents its graceful contour. Finally, 
nd fitted to perfection with no unsightly these stockings are forever safe from “runs” 
dence of the full fashioning process... that formerly started from the fashion marks 


UP TO NOW IN FINE HOSE 











GdISOCIETY MAID 
354 FOURTH AVENUE, NEW YORK 


ills at WILLOW GROVE, PA. 





HOSIERY CO., inc.“ 
Stockrooms: Santa Fe Bldg. . Dallas, Texas i a 
1014 Farnum St Omaha Neb 
The Merchandise Mart, Chicago, III 
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mA) FULL FASHIONED 
ay Gs (OW (0) ae 

CHIFFON WEIGHT - 
PANEL HEEL 
RETAIL ar $1.22 


IRON CLAD 


Style No. 922 


Chiffon weight, silk to top, panel heel, silk plaited 
foot; a steady seller. 
Allure Grain Rendezvous 
Almora Ivoire Romance 
Beach Tan Light Gun Metal Rosador 
Beige Clair Manon Sable 
Blonde Dore Mirage S b 
Breezee Mister >t seeanene 

7 
Crystal Beige Pastel Parchment Sunbrown 
Cuban Sand Pearl Blush Suntan 
Dream Pink Plage White 


Evenglow Platinum Black 


Sizes 8 to 10 


$11.50 a dozen 


IMMEDIATE DELIVERY 


Cooper, Wells & Co. 


150 Broad St. St. Joseph, Mich. 


Manufacturers of Full Fashioned and 
Seamless Hosiery at St. Joseph, 
Michigan, and Decatur, Alabama 

Manufacturers of Quality 
Hosiery for Fifty 
"ears 
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ECTION 


Dull but Smart 
New Developments in Hosiery 
On page 111 
For Easter 
Try This Simple Window Trim 
On page 114 
The Long and Short of It 
New Styles Illustrated 
On page 115 
The Color Trend 
Best Selling Colors 
On page 116 
Contacts Mean Repeats 
By Gertrude Brock 
On page 117 
Looking in on Others 
Good Selling Ideas 
On page 120 
How to Buy and Sell Handbags 
By J. H. Reed 
On page 122 
A Happy Wedding 
When Bags and Shoes Match 
On page 126 
Feminine Touches Duminate Handbags 
New Styles 
On page 127 
Now, My Idea Its This 
By Mrs. J. E. Creech 
On page 128 
Who’s Who in Hose 
News of the Trade 
On page 129 











Sot seated, 


No. B56. Fine 300 needle five 
thread chiffon self colored picot 
top all over silk with open work 
Paris Lace Clox. Has real style 
appeal. To retail for $1.00. De- 
livery from Chicago distributing 
office. April Ist delivery. 


. More $1.00 Sellers 


No. B40. 
No. B319. 


No. B33. 


No. B77. 


10 point Mesh Hose 
Black Butterfly 
Heels 

3 Point Black Gothic 
Heels 

“Sheeron” 3 thread 
chiffon without 
back-seam 
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“TUST give Gold Maid quality 


a trial” we say to dealers 


nam a 2 


. . Repeat calls will convince you 
that here is hosiery of exceptional 
merit. ... That is all we ask... 
Put Gold Maid to the test of consumer 


approval .. . . Let your own customers 





prove to you with repeat business that 


Gold Maid quality is out of the ordinary. 
Mills at Cheltenham, Pa. 





WRITE 


FOR SAMPLE AND COLOR CHART 











GOLD & MAID 


HOSIERY MILLS,Inc. 


319 West Jackson Boulevard, Chicago, Illinois 
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DULL 





ULLNESS pervades the 
hosiery industry. Lest the 
gentle reader should be led 

to believe that we mean dullness of 
mind, we hasten to explain that 
the word “dull,” as applied to 
hosiery these days, means a luster- 
less finish, or as near lusterless as 
it is possible to attain with such a 
lustrous product as silk. 

The tendency to eliminate the 
sheen from silk hosiery has been 
apparent for some time. As a mat- 
ter of fact it began about three 
years ago and has been gaining 
ever since, slowly, it is true, until 
this year, when a rush of dullness 
developed and heaven only knows 
where it will end. Are we work- 
ing into a complete revolution in hosiery? ‘There are 
some in the trade who are willing to stake their reputa- 
tions on it. They aver that the silken sheen, which was 
one of the high talking points in silk hosiery for years, 
is passing out rapidly, to be succeeded by a period in 
which the lack of sheen will be as prominent. In other 
words, the whole trade may shift over to dull stockings. 

The consumer desire for dullness was first apparent 
in the wearing of stockings inside out. While one of 
the reasons for this vogue undoubtedly was the fact 
that the stocking so worn appeared to be more sheer, 
the mz jor reason, although many did not discern it, 
was the duller appearance of the stocking. Then a few 
months ago the crepe stocking was launched. This 
stocking, instead of being made of the usual hosiery 
tram, is made of a crepe, or tightly twisted yarn. If a 
yarn of desired weight is twisted, say five turns an inch 
for hosiery tram, it is twisted around 65 turns an inch 
for the crepe yarn. This tight twist eliminates the 
sheen on the silk and gives a crepe or woven fabric 
effect to the finished knitted fabric. Along about the 
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Hosiery Without Sheen a 
High Point of Fashion 
Development: Sun Tan Colors 
to Prevail for Summer 





ART 





same time several manufacturers 
introduced stockings actually made 
“inside-out” under various trade 
names and these have been widely 
and well exploited. Now more 
and more manufacturers are using 
“orenadine” twist, which is a yarn 
that is twisted only about half as 
tightly as a crepe twist, but is 
balanced by giving the individual 
strands of which the yarn is made 
a reverse twist before they are put 
together for the regular spinning. 


LL of this simmers down to 

the main point, that however 
the effect is achieved, dullness is 
the desired object. Incidentally, the 
more tightly twisted yarns produce 
a better wearing fabric, and may be a large factor in 
eliminating current complaints against the poor wear 
in sheer hosiery. 

Hosiery without sheen is simply following the mode 
in garment fabrics, which run largely to crepes in silks 
and tweeds and other ‘“weavy” effects in woolens. An 
added talking point on the dull hose, is the fact that 
they actually do make the legs look slimmer. 

The future development of dull hosiery will be 
watched with alertness by all the trade. The next few 
months should be highly interesting. For the present 
dull hosiery provides an additional point of exploita- 
tion from the fashion angle for those retailers who have 
these hose in their stocks. 

The dull vogue in hosiery may be expected to have 
another effect also. It already has stimulated the de- 
mand for lisle stockings and for mesh hosiery. With 
tweeds in the picture for sports wear this spring, the 
fashion position of plain lisles and meshes of either silk 
or lisle is considerably advanced. 

Aside from the fact that more producers have added 








pastel colors to their lines, 
there have been no new 
color developments during 
the last month. The gen- 
eral color range is pretty 
well set along the line of 
sun-tans, running from 
dark to light tones. Un- 
doubtedly the general de- 
mand for color in hose for 
the next few months will 
settle on tones that are 
darker than those prevail- 
ing last summer. As 
pointed out early in the 
year, the wearing of ex- 
tremely dark sun-tanned 
hose with white shoes and 
light costumes was a high 
fashion development at 
Palm Beach and other win 
ter resorts which will have 
some influence farther 
North when the weather 
turns warm. 


HILE on the subject 

of white shoes it is in- 
teresting to note that not a 
few of the high fashion re- 
tailers in New York and 
Chicago have received calls 
for pure white stockings, 
presumably to be worn with 
all white or white and col- 
ored trim shoes. It is ques- 


tionable whether the public will decide to wear the off 


white stockings with white shoes as it did last year, or outlook for the 
will again revert to the pure white stockings. At least, good. In many 


prospects for pure white stockings look better than 


they did last year. 


What about pastels? Despite the introduction of 
more pastel colors, leading authorities are still against 
them as volume sellers. Undoubtedy pastel hosiery is 
in the high fashion picture and will be sold to some 
extent in the high grade stores, but for the present, 
it is a proposition that the average retail merchant 
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keep full length 


merchants have 


The vogue for wearing dark sun-tanned hose with 
white shoes, started at Palm Beach, may be a high 
fashion note this summer. Below is Mrs. Wil- 
liam Thaw, 3rd, of Pittsburgh, with the dark 
hose and white shoe combination, as she appeared 
at Palm Beach 








should consider with cau- 
tion. 

Another general trend in 
hosiery that is important is 
the constant gain in demand 
for the panel curved heel. 
So strong is this demand 
that some of the larger pro- 
ducers are making nothing 
else. Where plain heels are 
concerned, the curved panel 
type bids fair to soon out- 
strip the square or pointed 
tvpe. [ancy heels continue 
in popularity in certain 
parts of the country, but 
are confined mainly to the 
medium and lower grades 
of hose 


E TAIL business on wo- 

men’s anklets during 
the winter was not up to 
expectations, but there is 
evidence that sport anklets 
will reach a big volume of 
business this summer. It is 
important that the retailer, 
in his window displays and 
newspaper advertising 
stress the fashion of wear- 
ing these anklets over long 
hose. The actual bare-leg 
vogue will again raise its 
head this summer and 
efforts should be made to 


stockings in the fashion picture. The 
seamless bare-leg hose appears to be 
sections, particularly summer resorts, 
stocked them heavily. 


Price cutting in women’s silk hosiery which has been 





widely indulged in by all branches of the trade since 
the opening of the year appears to have spent itself. 
The two largest producers of unbranded goods have 
revised prices downward, but their lists were still above 
open market prices in many cases. One leading manu- 
facturer of branded merchandise announced that no 
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reduction in its list would be made. 
Another distributor of branded mer- 
chandise, however, has put out a 
price list showing cuts of from 25 
to 50 cents a dozen. In the main, 
producers of branded goods are 
holding firm to their old prices. 

The general unsatisfactory con- 
dition in full fashioned hosiery 
nanufacturing circles has led to 
further agitation for some kind of 
a regulatory organization. Steps are now being taken 
to organize such a group as a subdivision of the Na- 
tional Association of Hosiery and Underwear Manu- 
facturers, rather than the organization of an indepen- 
dent body. At any rate, the disposition to take some 
kind of steps to stabilize the market is in the air. 

Women’s full-fashioned hosiery has been used as a 
merchandising “football” by an increasing number of 
retail stores during the last year. 

Enormous emphasis has been placed on price, with 
quality entirely a secondary consideration. Human 
nature being what it is, there has been no lack of man- 
ufacturers to encourage a vicious trend by deliberately 
“taking something out of” their stockings. The prac- 
tice has reached the danger point, in the opinion of good 
manufacturers and good merchants. 


LREADY there are indications of something ap- 
proaching a consumer revolt against depreciated 
quality. More and more women are demanding longer 
wear of their stockings. From bitter experience they 
are learning to shun the “special offerings” of “‘over- 
runs of a famous national make,” and to be wary of the 
sale of “45 gage chiffons” at “a ridiculously low price.” 
To the initiated the gage 
of a stocking is merely one 
point in determining its 
quality, not the beginning 
and the end of this determi- 
nation. Women in increas- 
ing numbers are finding this 
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Some demand for pure white hose 


to wear with white shoes has de- 
veloped in Metropolitan centers— 
a trend that 

watching 


will bear close 





out. The present looms up as almost 
perfect time psychologically to put 
into operation an effective trading- 
up policy on hosiery quality. 

very buyer worthy of his salt is 
just as keen as any competitor to 
obtain his full-fashioned hosiery at 
the lowest possible price. From an 
entirely cold point of view he has 
very little interest in whether or not 
the manufacturer is making any 
profit, or a proper profit, on the stockings he buys. 

The intelligent buyer, however, knows that endless 
insistence upon lower and still lower prices can mean 


only one thing—depreciated quality. 


HERI are no magicians in the manufacturing 

business. All manufacturers are approximately on 
an even basis, broadly considered. Some have the ad 
vantage of lower wage scales than others, but it is a 
fact that labor costs in full-fashioned stockings at retail 
do not average much over 30 cents per dozen, All 
manufacturers pay about the same price for their ma- 
chines, their silk, and all other supplies. When one of 
them offers a stocking at appreciably less than the price 
of his substantial competitors it is practically inevitable 
that his merchandise is not what it should be. [ven the 
veriest tvro among buyers knows this. 

He also knows, or should know—whether he is buy- 
ing for the smallest specialty shop or the largest de- 
partment store in the United States—that the represen- 
tative chain store and mail-order houses which are sell- 
ing more full-fashioned hosiery every vear are placing 
increasing emphasis on quality and less on low price. 

Developments in the men’s hose field have been rela- 
tively unimportant. The 
fact that blue, both navy 
and gray-blue, promises to 
be outstanding in men’s 
suits for spring means a 
strone demand for blue, 
eray, and gray-blue hosiery. 












FOR EAS TER fF 


cA Simple but Effective Trim that 
You (an Use in Your Store 


N order that your window be 
recognized as an Easter window 
and one that will remind the 
passerby of Easter hosiery you will 
have to have some easily recognized 
Easter decoration. 
This Easter decoration gives the 
entire window just the Easter at- 
mosphere that is needed to get the 





attention to those women who are \ 
planning out their Easter costume. al 

Easter is primarily a church so 
festival and it is therefore highly - 
practical to use some bit of ecclesias- a 


tical detail such as the imitation 
stained glass window that is used in 


the display shown here. y. 

This window is cut out of wall- I 
hoard and back of this is pasted a of 
multicolored piece of crepe paper he 


that looks like art glass. The effect 
is still further enhanced if you con- 
ceal an electric light back of this 
stained glass- window. 

A large artificial or natural potted 
palm can be used in front of this 
window panel in order to complete 
this decoration that will prove most 
pleasing. 

We also show an attractive ar- 
rangement of hosiery grouped 
around this center piece. The show- 


” 


card reads “For Easter Morning. 


* | 
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ied A new summer semi-sports number. Seamless, e 
ume. all silk ribbed fine mesh, from the Medalia line Here is the new “Ilower” heel in self 
lurch sold by G. & A. Wise Hosiery Corp. Next to it color, recently introduced into the 
‘oh! we show one of Van Raalte’s new “flextoe” num- rosaine line for spring. It comes in 
. . . 2 > ; = . ° ° > ce 
S y bers, in which the usual toe gusset is replaced by a range oj 20 colors. At the right is 
S1aS- a mesh panel, increasing the elasticity wear and a rather daring embroidered clock 
ation comfort design, either in self or contrasting 
di colors, sponsored by Siegel & Davis 
ed 1n 
Your move on these checkerboard, black and white 
se for men. This is a new American made / ‘ ; ; . 
wall- golf hose So men. 7 ae a me & 2 r: wid y/, The little sock below is a straight cuff 
d number, knitted of fine Australian yarn. Courtesy j | anklet of rayon and Durene, made in 
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con- ra ad a osacagd "Fi ios Jt hose for children, with two-color 
Pre ‘Tro . . ° 
this r 7 ] | ie h ; clocking and contrasting stripes in the 
; ripe A stomery, inc. cuff. From Herbert Hosiery Mills, 
Leon S. Herbert, agent 
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Sheer 
ALLE 


Muscadine 
Naturelle 
Light Gunmetal 


ARCI 


Re sade r 


. Beige Clair 
. Suntan 
. Grain 


Muscadine 


ARROW 


. Suntan 
. Grain 


Rosador 


. Ivoire 
. Dream 


Pink 


Service 
N-A 


1. Muscadine 
2. French Nude 
3. Naturelle 


IER 
1. Grain 

2. Misty Morn 
3. Rosador 

4. Suntan 

5. Muscadine 


HEAD 


Ive ire 

Grain 

Sunbask 
Rosador 

Light Gunmetal 


Ae ood Oo 


ARTCRAFT 


. Whimsy 
. Suntan 


Rajah 

\loha 

L’Avenue 

\S YOU I 

soulevard 

Plage 

Beige Clair « 
Sable 

Gun Metal 


BELDING HE 


. Duskee 


Manon 
Light Gunmetal 


. Beige Clair 
. Boulevard 


1. Whimsy 
2. Marmoset 
3. Gunmetal 
4. Tanglo 

5. Masque 
AKE IT 

1. Boulevard 
2. Sable 

3. Gun Metal 
4. Plage 

5. Blond Dore 


MINGWAY 


Light Gunmetal 
Crystal Beige 
Plage 
Boulevard 
Grain 


Wit whom 


BLUE MOON 


. Rose Dijon 1. Muscadine 
Muscadine 2. Rose Dijon 
. Rondezvous 3. Rondezvous 
Plage 4. Gun Metal 
. Manon 5. Grain 
CADET 
. Beige Clair 1. Beige Clair 
. Dust 2. Light Gunmetal 
. Ivoire 3. Nude 
Light Gunmetal 4. Plage 
Muscadine 5. Muscadine 
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AS REPORTED BY LEADING 


mn & Wo 


mnt whrom 


MmmhWh— 


. Florida 


me wre 


. Light Gunmetal 


i. 
Z. 
. Misty Morn x 
4. 


nkonhv- 


. Rosador 


. Rosador 


. Sunbask 
. Muscadine 


mbwhr— 


. Lightan i. 
. Sportan 


) 
. Rachelle 4. 


. Caress 3. 


mbwhroe 
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Seri ice 
CORTICELLI 
Light Gunmetal :. 


Sheer 


Plage 


4 Duskee 2. Light Gunmetal 
. Crystal Beige 3. Sunbrown 
. Plage 4. Duskee 


. Afternoon 


DEXDALE 


. Rose Taupe 1. Rose Metal 
. Rose Metal 2. Rose Taupe 
. Oriental Beige 3. Oriental Beige 
. Midi 4. Duskee 
Seige Clair 5. Midi 


DURHAM 


1. Light Gunmetal 
2. Beige Clair 
3. Pearl Blush 
4. Rosador 


\llure 
FINERY 


Misty Morn 
Boulevard 
Light Gunmetal 
Rendez-vous 
Plage 


GOLD MAID 


Muscadine 
Boulevard 
Sunbask 
Plage 

Seige Clair 


IN 


Lightan 
2. Sportan 
3. Clair Tan 
Rachelle 
Graphite 


Soulevard 


Plage 


Plage 
Seige Clair 


mikwhro— 


GORD( 


Clair Tan 


GOTHAM 


Duskee 1. Muscadine 
. Muscadine 2. Afternoon 
. Sable 3. Sable 
. Rendez Vous 4. Pawnee 
. Afternoon 5. Duskee 
HARRIS 
. Ali Baba 


Dueotone 


. Sun Tan 
. Ombrette 
. Eperney 
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Sheer Servic 
HOLEPROOF 
1. Silhouette 1. Gun Metal No 
2. Ponjola 2. Grain 
3. Gun Metal No. 1 3. Silhouette 
4. Bamboo 4. Ponjola 
5. Grain 5. Bamboo 
HOLLYWOOD 
1. Plage 1. Light Gunmetal 
2. Light Gunmetal 2. Muscadine 
3. Beige Clair 3. Suntan 
4. Sable 4. Rosador 
5. Muscadine 5. Beige Clair 
HOLYOKE 
1. Jamaica 
2. Rajah 
3. Suez 
4. Romany 
5. Fiji 
IRON CLAD 
1. Beige Clair 1. Beige Clair 
2. Ivoire 2. Light Gunmeta 
3. Plage 3. Ivoire 
4. Light Gunmetal 4. Plage 
5. Dream Pink 5. Rosador 
KAYSER 
1. Juno 1. Juno 
2. Diana 2. Diana 
3. Vesta 3. Riverside 
4. Aurora 4. Parklane 
5. Phoebe 5. Avenue 
KRUEGER-TOBIN 
1. Sable 1. Rendezvous 
2. Crystal Beige 2. Florida 
3. Capucine Taupe 3. Suntan 
4. Sunbask 4. Light Gunmet 
5. Muscadine 5. Onion Skin 
LARKWOOD 
1. Boulevard 1. Boulevard 
2. Beechwood 2. Brummel 
3. Betel 3. Kaffa 
4. Maple Beige 4. Kashador 
5. Kaffa 5. Beechwood 
MASTERPIECE 
1. Storm 1. Muffin 
2. Mayfair 2. Sunbrown 
3. Muffin 3. Mayfair 
4. Saddle 4. Saddle 
5. Twig 5. Storm 
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N analysis of some of the fundamental factors 
of sales psychology has guided me to the con- 
clusion that the number of repeat sales is pro- 
portionate to the number of favorable contacts made 
Repeat sales are, of course, vital to the successful con 
tinuation of business. Consequently my work has 
begun the moment the prospective customer enters 
the store. My primary consideration is to make a 
favorable contact. Whether or not this particular con 
tact leads to an immediate sale—if the customer car- 
ries away with her a sense of pleasant relationships 
with our store—a conditioned reflex has been built up 
| can rest assured that the contact will result in ulti 
mate business relationships involving mutual profit 

If it is a regular customer, it is just as important t 
continue this contact. So, | strive to remember my 
customer and make her feel that her patronage has bee1 
noticed and appreciated. 

Suggestion has been a powerful factor in increasing 
sales. Of course, when the customer asks for a 
definite article, it is necessary that the salesperson pro- 
duce that article, but frequently the suggestion of an 
other pair of hose of a different color or for wear 
upon a different occasion, will result in the sale of 
both items. Calling attention to the economy of two 
pairs of a certain type, will on many occasions doubl 
the sale. 

Business increase is a slow process when the sales- 


person confines her activity to simply showing what is 








HOSIERY AND ACCESSORIES 
SECTION 


[117] 


CONTACTS 


Favorable Impression on (Customer Most Vital 
Factor in Building Up Good Hosiery Business 






MEAN 
REPEA TS 


BY GERTRUDE BROCK 


Hanan & Sons, Atlanta, Ga. 





asked for 


realize on the possibilities for suggesting, displaying 


The criterion of real salesmanship is to 


and selling merchandise which the customer has not 
called for. Naturally, the employment of tact is neces- 
sary in suggestions. 

It is surprising the many times one asks the usual 
question of whether a chiffon or service weight is 
preferred, to find that the customer does not know the 
difference. Good salesmanship at this point calls for 
an explanation of weights, with the result that often 
two box sales are made, where one was apparently the 
limnit. 

When a customer suspects merehandise as being 
of inferior quality because it is offered at a special 
price, it has been the policy to acquaint the customer 
with the fact that we depend upon volume and _ not 
profit per pair. It is essential that the purchaser under- 
stand this for the average prospect looks askance at 
special offers in hosiery, because of the practice 
prevalent in some stores of offering faulty goods at re- 
duced, and consequently attractive prices. 

I find that many little courtesies, such as calling atten- 
tion to the three lengths of hose in a box, and measur- 
ing them for the customer, are great helps. 

Where the purchaser is a man, it is well to try to 
relieve him of the responsibility of describing the mer- 
chandise he desires, for most frequently he is pur- 


chasing the hose as a gift, or has been instructed to 


[TURN TO PAGE 133, PLEASE] 
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hosiery, too... 


Many shoe merchants find that hosiery not 
only attracts customers, but it makes cus- 
tomers bigger buyers. 


Trade Unh Ii 


> 
By M. Hazen Chadfarris S 


A well merchandised line of popularly 


; ; mee Only Ingrain Hosiery can do justice to the ‘iner sfMretched 
priced hosiery pays good dividends. Get shoes that are being worn by style sophisticated yppurses °" 
° ° ° Ingrain Hosiery is sheerer and clearer as well! as mo,qasticity- 
your share of this desirable business. form in color and its exquisite lustre flatters the lint factor 
There are very good reasons why Ingrain Hosiery gp 2¢™ “ 
nT . . . a i oT < 
equal. The best silk obtainable in the market js used feos 
e processed by expert throwsters and long experienced ia asstit 
OSLEY. and then manufactured on fine imported machinery H 
2 ideal working conditions. very sho 
The Harris Silk Hosiery C iali aaa = 
: ’ 1e Harris Si osiery Company specializes in guarj&jll find a 
Elliott Hosiery Co., Inc., Makers 45 and 51 gauge Ingrain stockings. Heels and toes ardilystomers 
258 Fifth Avenue, New York reinforced with heavy silk . . . foot sizes are mind of 
accurate dimensions in the process of knitting verything 

















Pure Thread Silk Full Fashioned Hosiery A PERFECTLY 
BEAUTY BALANCED DESIGN 
DURABILITY Silk from Top to Toe | | Of 


ECONOMY with Silk-lined Foot | 
wet for Better \Vear 


i 
vi 


| Bi 


in 










ee Ginn ; ingrain: 
The requisites of the e Dicot Top French Heel enteed 
discriminating wo- | owen we ) \ pea 
man’s hosiery. Ruby PRICED iy oo 
. : oP \ ness, 
Ring combines all Pg ¢ 5O od Vs | beauty 
three. They fit—they the "Hallmark "of PD ER ¢ deed, 
No Runs Will -_ a : osiery | Dis- ne : 
a i. ae wear they are mod tributors. Institute, DOz ie 
RUBY RING. __ erately priced. QUALITY. 
COLORS: LIGHT GUNMETAL 
PLAGE + ROSE NUDE * k 
PATERSON MUTUAL HOSIERY MILLS, Inc. GRAIN « PANCHO BEIGE CLAIR rm 
267 Fifth Ave., New York City NEW 


entttes emeemnes TRIUMPH HOSIERY MILLS wc. LE! 
Paterson, N. J. Chicago, lil. CManufacturers of Full Fashioned and Spring Needle Silk Stockings 
Philadelphia, Pa. San Franeiseo, Cal. 902-10 BROADWAY ~NEW YORK # Mills: Philadelphia and York, Pa. —— 
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n Chadifarris Silk Hostery Co. 


h Ingraims ! 





C ner 
ticated ylpurses 
1! as morg@asticity. 


retched to size later. More than the average number of 
re put in, thereby giving the stocking unusual 


the lim bur factory, itself, is especially designed and constructed 
losiery yp admit continual daylight so essential in the manufacture 
s used yt Ingram Hosiery. Thus accuracy in matching colors, care 

erienced , knitting, dependability in finishing and inspection is defi- 
: 1 hely assured 

Lchinery . 


very shoe store should investigate the possibilities of 

trading up with Ingrains.” Even the popular priced stores 

1 guarfill find a good market for these beautiful stockings among 

| toes ardikystomers who seek something better for special occasions. 

S are mM\nd of course those women who insist upon the finest of 
: verything, wear Ingrains at all times. 


HARDY 


INGRAIN os 
(HIFFON 


oO ° 


The -Aristocrats 
| “~y . 
| Of Fine Hosiery... 


BOVE the roar and rumble of totter- 
ing prices and cheaper quality 
ingrains stand alone! With Harris guar- 
anteed 45 and 51 gauge stockings, hosiery 

departments are trading up/ 

\ [ NGRAIN Hosiery has very definite rea- 
sons for existence . . . sheerness, clear- 

| ness, uniformity of color and everlasting 
































beauty . . . these are remembered long after 
price is forgotten! Harris Ingrains are, in- 
deed, “The Aristocrats of Fine Hosiery.” 


Send for Samples and Color Card! 














Created by: 
Harris Silk Hosiery Co. 
Springfield, Mass. 
NEW YORK OFFICE: 389 FIFTH AVE. 
LEE & COWAN, Selling Agents 
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For Easter - - 


ae 


‘ E are prepared to fill 

your require- 
ments promptly in the latest 
Spring shades in SHEER 
CHIFFON — SERVICE 
CHIFFON and SERVICE 
WEIGHT Ladies’ Silk 
Stockings, at moderate 
prices. 


WRITE FOR SAMPLES! 


ini 


€ 


FEDDEN BROTHERS COMPANY, Inc. 


Now located in our offices in the new Hosiery Building at 


385 FIFTH AVENUE, NEW YORK 


(At the Southeast Corner of 36th Street) 
MILLS AT SHILLINGTON, NEAR READING, PA. 





mine-a 
x 19 


IU 


Gee US Pa OF 


High and Higher 
in Quality 








HEN higher quality stockings than 


Society Maid are possible, we will 2 
: - 
make them. In the meanwhile, we can give ee ee 


no better proof of this upward striving the new “Slips of 


Fashion” illustrat- 


cti d stamping ez air with 
perfection than by stamping each pair wit a hadi ae 
the Hall Mark of the Hosiery Distributors to accompany 1930 

. : . fashions? "lea 
Institute, beside our own sovereign mark of nshion Please 
write if you didn’t 


quality. get your copy. 


Gossamer Sheer Chiffons with fine picot or plain 
tops—novelties to suit the customer’s require- 
ments for something “different’’—plain styles 
for the more conservative needs. Service 
weights that are second to none in wearing 
qualities. 


“ HOSIERY COMPANY, Inc. 


354 Fourth Avenue, New York City 


Mills at Willow Grove, Pa. 
Stockrooms at Dallas, Texas, and Omaha, Nebraska 















LOOKING 


Hf methods of the sensational newspapers were 
recently utilized by a shop in Lakeland, Fla., to 
sell hosiery. 
Advertisements of the following sort were used by 
the shop to stimulate lurid and enticing news stories: 


MARRIED WRONG GIRL 


Miss Helen Lambert says Robert Ames married the wrong 
girl in Chicago. She wants to prove it in court. 


It is impossible to pick the wrong hose when buying them 
at Friedman’s Mirror, 219 N. Kentucky Ave.—A dit. 
BACK SEAT DRIVING 


Ruby Fuller of Decatur, Ala., was assessed $300 by the court 
which blamed her for an auto accident though her husband was 
driving. 

There is no question of misplaced responsibility when buying 
at Friedman's Mirror.—Advt. 


od Sd Sd 


T. ) make sure that the salespeople read its advertis- 
ing, a hosiery shop in Appleton, Wis., passes 
around an advance proof of every piece scheduled for 
publication, requiring each saleswoman to initial it. 
From reading the advertising, the saleswomen are kept 
fully informed of what merchandise to push and of 
what sales arguments to use. 


Sd Sd Sd 


T ) every pair of hose carried in stock by a Denver 
shop is attached a card. This card gives the style 
number of the hose, the size, and the color. Whenever 
a pair of the hose is sold, the card is removed and 
inserted in an envelope already typed out with the ad- 
dress of the manufacturer. By the end of the day, 
the envelope is filled with a large number of the cards, 
representing the day’s sales. The envelope is then sealed 
and forwarded by airmail to the manufacturer, who, 
in turn, immediately shops the goods called for. 


IN ON STML 










NLESS a woman specifies exactly what pric 

hosiery she wants to purchase, George Wittinan, 
of Jersey City, N. J., first shows her his highest price 
hose. If she demurs, he then shows a slightly cheaper 
grade. Should it be necessary, he will eventually show 
her inexpensive hose. 

This practice inevitably results in larger sales, as a 
woman will consider herself sufficiently economical if 
she buys hose at $1.95 a pair, provided she is iirst 
shown hosiery at $3.50 the pair. 


Sd ad . 


HEN B. F. Dewees, Philadelphia, wishes to clear 
out its stocks, it does not hold a “Special Sale” 
but a “bonus day.” 

The name thus obviates the possibility that customers 
may think the bargains being offered are of goods of 
inferior quality. If anything, it emphasizes the {act 
that the reductions in price are genuine and are offered 
to customers as a reward for taking off its hands goods 
which the store believes it has held too long. 


ad ad od 


A the result of a photographic arrangement, Nac! 
man & Meertief, Montgomery, Ala., induced a 
number of the women of the town to make five visits 
to the store, during which, according to records, sales 
leaped considerably. The firm advertised the free offer 
of a photograph to children under six years of ag 
But to take advantage of this offer it was necessary i 
the mothers to come to the store to make application. 
Then they had to make a second visit in order to ta 
the picture. The third call was for the puropse 
obtaining proofs, and the fourth for the purpose of 1 
turning them with the order. The fifth time the finish: 
photographs were secured. 
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“ls Ir SMART?” 








hi By AGNES PARISHER 
eh Artcraft Shoe Shop, 
price Washington, D. C. 
Caper 
show 
[* a shop of our kind—that is, one selling shoes at $12.50 and up—the big item 
asa that influences women to buy hose in quantity, or at all for that matter, is 
‘al if the style knowledge of the one serving them. Only one question is ever raised, 
lirst “Ts it smart?” Weight never enters into the buying problem as we confine our- 
selves to the chiffons. 
A woman can always be tempted through the smartness of a stocking, either 
in shade or some detail, often both are deciding factors. ‘Time spent in shopping 
and studying colors is always well spent. Women never bought hose in the quanti- 
itis ties that they do now. Purchases of six, eight or twelve pairs by one customer 
bal at one time is an every day occurence. It is a noticable thing that the woman 
spending around $50 for a dozen pairs of hose, seldom buys over three or four 
—— shades. 
Ou . | 
ract 
red 
odds § ijom value of a hose counter to a shoe store de- In the new store the hosiery counter is located di 
pends entirely upon location of both counter and rectly between the two front entrances. Prominent 
store, says C. L. Deming, merchandise manager of window display space is also allotted the hosiery de- 
Turrell’s, Seattle. partment. 
“Until opening our new store, we had two separate 
ch- downtown units,” he said. “In one of them we had 2 s * 
la the hosiery counter in the front of the store, and did 
ans a big drop-in business. In the other store the hosiery 
ules counter was located on the second floor, next to the NY hosiery department can sell polish better than 
ter department handling our finest shoes. There was little . the shoes salesman, as they have more time to 
me drop-in business, and sales of hose were generally made explain just why certain shoes need certain kinds of 
seed after a customer had selected new footwear. How- shoe dressing, says Miss Redford, who has charge ot 
ever, the second store did a nice hosiery business, but the hosiery department in the Dabney Shoe Store, 
sn is was of much more expensive hose.” Richmond, Va. When the men bring shoes for her 
As a general rule, drop-in trade does not buy the to match to stockings is a golden opportunity to talk 
‘ hetter grades of hose, Turrell’s records show. Count- shoes polish, she finds. Brushes, particularly suede 
. less hose sales are made following shoe sales, but rarely brushes, find a ready sale if the hosiery girl is on 
does a shoe sale follow a hosiery sale. her job. 
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HOW TO BUY AND SELL 
HANDBAG 


By J. 


Is there 
a technique to be applied to this line? Are 
there any rules to be followed which will aid 

in building a successful trade? What pit-falls should 

be avoided by the shoe department ? 
It is becoming increasingly evident that the hit-or- 


HAT of handbags in the shoe store? 


miss system employed by many shoe departments in 
handling handbags does not produce desirable results. 
The manager who simply puts in “handbags at from 
$2.95 to $22.50,” who is hazy as to the number that he 
ought to stock, and who does not know what his turn- 
over ought to be is headed for disillusionment—not to 
say disappointment. 

On the other hand, the manager who will make a 
study of this end of the business and—what is more im- 
portant—will profit by the experience of those who have 
gone before will find handbags a profitable adjunct to 
the shoe and the hosiery business. 

A survey made by the writer in a leading Southern 
city recently brought to light some information that 
may prove of value to those who have just entered the 
handbag business or who have found this end of the 
business unproductive. 

And here are a number of general rules summarized 
from the investigation, which was conducted with stores 
having handled handbags from one to two years. 

1. Do not expect too much of your business in hand- 
bags. ‘ 

Figures presented by leading shoe departments and 
shops show that between 5 and 25 per cent of the 
people purchasing shoes will also purchase handbags 
if presented to them in the proper manner. 


HIS means (a) that the shoe department should be 
careful not to overstock handbags, (b) that it does 
not pay to utilize newspaper space in advertising them, 
as a general rule, and that this should be confined to 
table, show case and window displays, and (c) that 
some trouble may be encountered in arousing the inter- 
est of the salesmen in handling them. 
How much stock should be laid in for a successful 
handbag department? Leading shoe men believe that 


this stock should always be proportionate to the shoe 
business done by the store. 


Hence— 


H. 





REED 


2. Do not stock more than one dozen handbags to 
600 pairs of shoes. 

To some this may seem a conservative figure— joo 
conservative. But, under present marketing conditicns, 
when bags can be obtained almost over-night if needed, 


it is far better to be ultra-conservative than to be 
compelled to clear out the bags at the end of the sea-on 
below cost. 
3. Do not expect your handbags to sell themseli es 
While some stores report success in having the girls 
in the hosiery department handle the handbags, ‘hx 
consensus of opinion is that the shoe salesman ouyhit 


to be the one to sell the bags. 

Why? 

Simply because the sale of handbags is absolutly 
controlled by the sale of shoes. Unless the salesman 
suggests a bag to match the shoes, the store has virtually 
no way to dispose of the bags. 


I’ the salesman can expect only to sell one bage to 

each four or each ten pairs of shoes, how can the 
manager stimulate his interest in the handbag depart- 
ment ? 

That’s easy. 

Put them on the same commission basis as the shoes. 

If your salesmen are getting a commission of 7 per 
cent on each pair of shoes sold, let them have the same 
commission on bags. 

You will then find that their interest is as keen in 
them as it is in the shoes themselves. 

Now— 

4. Set a popular price upon the handbags you sell. 

The store which expects to make a go of handbags 
priced at around $2.95 apiece is simply going to be 
disappointed. With a low percentage of sales coupled 
with a low selling price, there isn’t a chance in the 
world for handbags to show a profit. 

On the other hand, more than one shoe store has 
made the mistake of selling handbags that were too 
high in price—and have discontinued them in conse- 
quence. 

Here is the experience of one shoe department 
manager : 

He started out with handbags ranging in price from 
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At the George Bussey 
Peacock Shoe Store in 
Atlanta, Ga., there ts 
always one handbag in 
the center counter to 
catch the eye of every- 
one entering the store. 
More are carried in 
the hosiery depart- 
ments on either side 


$10 to $22.50, and expected great things from the new 
section. 

His sales were actually only 10 per cent of the 
people who bought shoes from his store. 

Then.he decided to put in lower priced bags—hand- 
bags ranging from $5 to $10. And his sales increased 
until at present he is selling a handbag to one out of 
every four customers buying shoes in his store! 

Getting into the popular price range made his hand- 
bag department profitable to him. 

Another department manager found that the price of 
the handbag must not exceed the price of the shoes 
carried. In other words, when carrying $7.50 shoes, 
he discovered that it was almost impossible to sell $15 
handbags. 


OMEN simply would not pay twice as much for 
the bag as for the shoes—and that was that. 
Now he carries handbags that are about the same in 
price. 
And— 
He, too, is selling bags to one out of every four or 
five customers purchasing shoes. 
What should the turnover on handbags be ? 
5. The shoe department manager ought not to be 
satisfied with a turnover of less than six times a year. 
This can be obtained if he will be careful (a) not 
to over-stock, (b) to interest his salesmen in the hand- 
bag department, (c) to follow the markets closely and 
(d) not to allow old stock to accumulate. 
The first two points have already been covered in 
this discussion. 
Handbags absolutely follow shoes. 


Let us concentrate upon the third. 
If black satin 
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shoes are in demand, black satin handbags must accom- 


pany them. If the summer demand swings to white, 
there must be a supply of white handbags or bags of 
white with pastel shades to accompany the shoes. 

This is at once the manager’s opportunity—and his 
danger. 

For— 

If he goes to market for his bags when he does his 
shoes—buys them together—buys them sparingly—he 
will always be in the closest touch with the demand. 


UT if he is careless in his handbag buying, or if he 
fails to believe that bags do follow the shoe de- 

mand, he will find himself with a stock of bags that are 
unseasonable and that must be given away. And blooey 
goes his profit! 

So we come to the final rule in the handbag game: 

6. In buying handbags, buy the materials, the colors 
and the styles which will be in demand with shoes. 

3uy when you buy shoes, for the same seasons that 
you buy shoes, and of the same materials and colors. 
And—for the love of Mike—remember that your sales 
of handbags will not reach more than 25 per cent of 
your shoes sales at the most. 

Put your bags on the counter when you put the new 
shoes on. 

And— 

When the season is over, sell the bags along with the 
shoes. 

Then you will find that the handbag department has 
been taken out of the guess-work section, and placed 
upon a sensible and orderly basis which is bound to re- 


sult in more profits for the store. 
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WHERE TO MAT CHA 
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LE 
CO 





Nat lewi, 


= wholesale corporation a 





57 madison avenue 
new york 


Beige clair 
match kid skins. 
and black patent leather. Genu- 


Lining of beige satin. 


smooth calf to 
Also pastel 


ornamentation, 
NAT 
WHOLESALE 


prystal 


WIS 
RP. 

















BAGS to 


1. MILLER, } 
151 W. 46th St., 








MATCH 





IN DESIGN—MATERIAL 
QUALITY 


THE SHOE 


3aG Dept. 
New York 
































If you don't see what 
you want—write to the 
manufacturers on these 
pages, or to the 
HOSIERY AND 
HANDBAG SUPPLE- 
MENT of Boot and 
Shoe Recorder, 239 West 
Dth Si.. N. ¥. Cety. 









































Bags by 1. Meller match the shoe in 
every detail or design, material, and 
quality of workmanship. The scal- 
loped opera, above, with its matching 
bag, is a fair example of I. Miller 
faithfulness in design. 











Distinctive shoe 
semble of pebbie 
two-tone 


strip of brown 


GOODS CORP. 


combination. Fine 


along the edges. Bag of pouch 
type. PALTER LEATHER 


Vagabond pouch bag of calf 
with snakeskin trim, piped 
in gold. 
NADELHAFT BROS. INC. 
100 5TH AVE. 














Striking shoe and 
bag ensemble wu 
light beige and 
snake combination 
Trim design or 
bag repeated o1 
shoe. Very chi 
NADELHAFT 
BROS. 








—_ 

















and bay en- 
finish calf in 


trim pinked 











BAGS AND SHOES 


Catering to the discrimi- 
nating dealer with a fine 
line of exclusively de- 
signed bags and shoes at 
moderate prices. 


PALTER LEATHER 
GOODS CORP., 
142 West 26th St., N. Y. 


TO MATCH 





City. 
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AGS AND SHOES - 








el very effective ensemble of shoe and 
bag. Bag is envelobe type, black calf- 
skin trimmed with Java lisard, made 
up contrasts to suit 


dealers. By DEITSCH BROS. 


in various shoe 











60 VEARS OF 
HANDBAG MAKING 
We make a specialty of 


manufacturing bags to 
match shoes. Our bags 
are successfully sold by 
the better shoe dealers. 
To retail from 
$7.50 to $15.00. 
DEITSCH BROS. 
135 Madison Ave., N. Y. 


City. 















































¥ Ses 
Python front bag with 
Boarded India back silk 
lining—inside frame compart- 
ment and mirror—back strap 
handle—to retail for $2.95. 
MORGANSTERN & 
~ BROSSEAU 
Sv 26 W. 17TH ST. 
The progressive — shoe 
merchant, ever alert to 


new business and profits, 
now features handbags 
with his shoe stock. 


This tremendous 
is open to the 


market 
fore- 








Vot all good things 
come in little pack- 


sighted handbag manu- 
facturer! Your message 
on this page will reach 
over 20,000 shoe people. 








ages — Large en- 











velope shape bag 
of suntan calf with 
unique modernistic 


fold trim employ- 















































Python front envelope purse with genuine shoe calf back. 











SECTION 








Has zipper compartment and fitted with purse and 
ing small aaneres mirror, beautifully silk lined—to retail for $4.95. 
of contrasting MORGENSTERN & BROSSEAU, INC. 
color. A. WOL- 

LISON & SONS. A modern vagabond pouch 
shaped bag employing water- 
snake trim for its modern- 
istic relief. Brown calf. 
A. WOLLISON & SONS 
43 E. 19TH ST. 
IF YOUR CUSTOM- 
ERS ... demand smart- 
ness and tailoring in their Tailored pouch shaped bag of 
bags, you will do well to black box calf with combination 
inspect our style line of metal and Java lizard bar fas- 
fine bags. Our prices are tening. The last word im 
reasonable. smartness from the LONDON 
FASHION BAG CO., $84 
LONDON FASHION per dozen. 
BAG CO. 
36 E. 31st St., N. Y. City. 
HosiERY AND ACCESSORIES Adv 
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A HAPPY WEDDING 


Ungue for Matching Shoes and Bags 
Stronger Than Ever Before and Seeps 
Into Lower Priced Ranges 


HEN shoes and 
handbags _con- 
tracted a mar- 
riage alliance several 
years ago at the behest 
of an American woman 
in Paris who played the 
role of cupid, there were 
many who predicted an 
early divorce. However, 
the marriage seems to 
have turned out success- 
fully, and like the fairy 
tale ending “they lived 
happily ever after,” 
Handbag manufac- 
turers are tearing their 
hair and beating their 
breasts as a result of the 
demands that are being 
made upon them to pro- 
duce bags that will har- 
monize with this gown, 
that hat, this color of 
hose—but the pressure for hand bags to match or har- 
monize with shoes is stronger than all the rest. There 
is something about the combination of matching bag 
and shoe that has a more natural reason for being than 
any other combination of accessory. 
Thus it is that we find the path of the shoe man 
who wants to stock hand bags to go with his shoes 
constantly growing easier. Many hand bag manufac- 


Even in fabrics, the bag and shoe have been made to 
match. Here is a particularly happy combination, both 
bag and shoe being made of colored beige linen with 
colored embroidery and trimmed with brown kid. This 
combination provides a striking color accent to almost 
any of the new spring costumes. Shoes by I. Miller & 
Sons. Bag by Mademoiselle Bag Company 


turers, not only in high 
priced lines, but in the 
medium and lower price 
ranges as well, are now 
equipped to reproduce on 
order, handbags to 
exactly match shoes, in 
material, color and pat- 
tern. The point is that 
this matching combina- 
tion is no longer a high 
style feature—it has 
sifted down in the lower 
price ranges and thus 
gives an opportunity for 
the shoe man in_ the 
medium and lower priced 
ranges to come into the 
extra profit that a few 
stores in the high priced 
field have been enjoying 
for the last few years. 

As an indication of 
how closely related bags 
and shoes are in general style trend, 12 shoes were 
taken from the stock of a Fifth Avenue store recently 
and handed to a bag manufacturer for matching. He 
was able to match the exact color of all 12 shoes from 
his regular stock of bags and in 10 out of the 12, he had 
bags in stock that approximately the design of the 
shoe closely enough to give the impression that they 
were made to match. 
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FEMININE TOUCHES DOMINATE 


HANDBAGS 


Fancy Shapes and (lever Combinations, Together with Novel Trimmings 
Are High Fashion Marks in Women’s 


\ keeping with the swing to 

more feminine fashions gen- 

erally, handbags for the 
coming spring and summer sea- 
son show many feminine touches 
which distinguish them from the 
rather plain and severe models 
that have been the vogue of late. 
Even where such materials as 
shoe calf are employed in the 
fashioning of a bag—and the 
shoe trade is getting a break in 
the popularity of shoe calf for 
bags at present in that it makes 
exact color matching with shoes 
an easy job—unusual fastenings, 
trims or shapes, stamp the bag 
with the feminine touch that is 
now so much desired. 

Many of the newer bags em- 
ploy combinations of leathers or 
fabrics or two colors of the same 
material to achieve unusual 
effects. Modernistic patterns are 
found in great quantities, just as 
they are in shoes, and here again 
the harmonizing of the bag and 
shoe becomes easy. 

As the weather grows warmer 
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A distinctly summer bag ts 
shown at the left—natural 
Lintong, trimmed with 
black calf—from A. Wolli- 


son & Sons 


The colorful bag below with 

its jade ball button is of 

green inorocco and black 

calf—from London Fashion 
Bag Company 








White calf with black pip- 

ing forms this strikingly 

modernistic envelope bag— 

from Nat Lewis Wholesale 
Corp. 


At the right is an interest- 

ing pouch bag of black calf 

trimmed with genuine Java 

lizard — from Himmel & 
Issacs 


‘Purses 


there undoubtedly will be a big 
demand for fabric bags for weat 
with the light summery frocks 
and fabric shoes which give great 
promise of being volume sellers 
Natural linen, embroidered linen, 
the new Lintong,  shantungs, 
crepes, tapestries and similiar 
fabrics all lend themselves ad- 
mirably to the fashioning of both 
bags and shoes so that the har- 
mony of costume ensemble may 
be attained. 

With the trend toward more 
femininity in bags, larger sizes 
are receiving more attention. The 
larger the bag, of course, the 
more necessity there is for close 
harmony between the bag and the 
shoe. 

This gives the shoe dealer an 
excellent opportunity to step into 
the picture as a distributor of 
handbags. Being a_ recognized 
expert on leather, he is able to 
talk intelligently on any leather 
product. He also has a distinct 
advantage on style, since the 
style of the shoe sets the style 
for the bag. 
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Now My IDEA IS [| H 


In Which a Successful Hosiery 
Woman in a Southern Shoe Store 


Tells How She Works 








S 












_ 
ee eezieg 
i 
leseee=e 







iN 


try h 
form 






BY MRS. J. E. CREECH 
Hosiery Buyer 
Golden’s Bootery, Jacksonville, Fla. 








tion | 
recon 
being 















La: 
Mrs. Creech at her post in the store of th 
decisi 
as a | 
r ; VHE problem of operating a shoe store hosiery Several experienced hosiery girls have told me that § mg ¥ 
department resolves itself primarily into two my stock arrangement system is wrong. Others say In 
factors, of which accurate style knowledge and different. It does seem, however, that size is of {irst plan 
salesmanship figure about 75 per cent leaving 25 per importance, as a customer may be switched from shade § 2 ¢! 
cent for stock keeping. Buying hazards have been to shade, but not from size to size. We carry about moti 
eliminated in a large measure through the splendid in- fourteen shades in each of the four price ranges, $1.50, pract 
stock service given us by the distributors. $2, $2.50 and $3.50. All the size 9’s shades in the prod 
Style knowledge and salesmanship go hand in hand $1.50 hose are in one tier of drawers, all the 9’s in the As 
so that they must be considered as one. The sales- $2 hose in the next and so on. That means that it is Roos 
person, to be conscientious to her trade, must have a a simple matter for anyone to find the stock, for if a comr 
thorough knowledge of what she is talking about, as customer wants a size 9 in a $1.50 hose, all the entire of tl 
well as being a real diplomat. Putting oneself in a cus- forward stock is grouped right together at one’s finger shire 
tomer’s place, trying to sell, as one would like to be tips. presi 
sold to, always works out nicely. Doing this will cause Handbags recently have been added to this depart- Fres 
a customer to follow the salesperson’s suggestions nine ment. They have been a revelation both as to the waul 
times out of ten. good quality and the quantity sold. Showing shocs, T 
This knowledge also comes into play in dealing with stockings and bags that harmonize, makes many com- the 
the occasional woman who asks for a dollar hose. It bination sales. offic 
is not much trouble to switch her to a $1.45 stocking, aaa May 
after the merit has been made apparent. The Textile Color Card Association of the United Wil 
Time spent in matching up hosiery just as soon as States has issued a supplement to the color correlation Nat 
the new shoes and stockings come in, is time well spent, chart, in which the supplementary summer colors an- Voe 
for the harmonizing information thus obtained makes nounced recently are keyed for harmony among cos- Gre 
it possible to talk with authority. tumes, millinery, shoes and bags and hosiery. While 
In a city like ours, with hosts of strangers, it really the summer costume colors run strongly to pastel 
pays to put oneself out in looking up telephone numbers shades, the new chart does not recommend paste! F 
or intelligently answering the many questions fired at shades in hose. The original spring and summer the 
the one who is in the front of a store. Say what you hosiery shades are placed on the chart to blend with the Ma 
will, pleasantness pays good dividends. pastel summer costume colors. Cor 
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NEWS OF THE TRADE 


Ti EMPTS to organize a specific group of full fash- 
A ioned hosiery manufacturers to stabilize the indus- 
try has taken a new turn. The trend is now toward the 
formation of a sub-division of the National Associa- 
tion of Hosiery and Underwear Manufacturers and 
reconimendations to this effect are contained in a letter 
being sent out by a special committee of manufacturers. 

Last month the committee met with representatives 
of the Department of Commerce, following which the 
decision to attempt the formation of a body or group, 
as a subdivision of the trade association already exist- 
ing was made. 

In its letter the committee recommends a general 
plan of organization and its financing and suggests, as 
a general plan of action, a market survey, a sales pro- 
motion campaign, the establishment of a code of trade 
practices, and a survey of the question of curtailing 
production as a factor in stabilizing the market. 

As originally appointed at a meeting at the Hotel 
Roosevelt, New York, on Feb. 21 the manufacturers’ 
committee which has had this matter in hand consisted 
of the following: Ferdinand Thun, president, Berk- 
shire Knitting Mills, Reading, Pa.; William Meyer, 
president, Apex Hosiery Co., Philadelphia, and Max 
Freschl, vice-president, Holeproof Hosiery Co., Mil- 
waukee. 

The following manufacturers were also present at 
the conference with Edward T. Pickard and other 
officials of the Department of Commerce: Laurance 
Mayer, vice-president, Julius Kayser & Co., New York ; 
William Freschl, Holeproof ; 
Nathaniel Judson, chairman of the board, and John K. 
Voehringer, president, Mock Judson, Voehringer Co., 


Plans are shaping up for the annual convention of 
the National Association of Hosiery and Underwear 


Manufacturers to be held May 15 at 10.30 a. m., at the 
Commercial Museum, Philadelphia. As usual, the con- 


vice-president of 


Greensboro, N. C. 
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vention will be held in conjunction with the twenty- 
sixth Annual Knitting Arts Exhibition, held at the 
Philadelphia Commercial Museum, May 12-16, inclu- 
sive, under the auspices of the association. 

A sound-proof room for the convention will be pre- 
pared at the rear of the exhibition hall this year. Ampli- 
fiers will be installed in this room, and all power will be 
shut off in the Knitting Arts Exhibition during the 


convention. 


“Feather-fashioned” is the name decided upon by the 
Society Maid Hosiery Company, for the new full 
fashioned stocking without the fashion marks in the 
back. This name, it is said, accurately describes the 
manner in which the courses feather out from the seam 
in the back, with no fashion marks to interrupt them. 

The company has licensed the manufacture of this 
stocking to a number of prominent manufacturers, in- 
cluding Propper-McCallum, Webber, Fredericks & 
Weil, and Vogue Silk Hosiery Company, and it is ex- 
pected that the term “feather-fashioned” will be gener- 
ally adopted by the trade. Society Maid itself is making 
the new stocking in three styles and weights, two 
chiffons and one medium service weight to retail at 


$1.95 and $2.50. 


3y arrangement with the National Association of 


Hosiery and Underwear Manufacturers, a_ special 


meeting devoted entirely to a discussion of quality mer- 
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This photograph does more than show a good method of displaying sports shoes 
It was set up in the Madison Avenue, New York, French, 

Note that four different golf hose are shown with 20 
This happens to be about the right proportion of styles of golf 


and golf hose for men. 
Shriner & Urner Shop. 
pairs of shoes. 


hose for a shoe store to handle, compared to the styles in shoes. 
one style in golf hose for each style of golf or sport shoe that you carry. 


In other words, 
Inci- 


dentally, the square, modernistic leg forms on which the hose are shown are up-to 
date touches that stamp the store as “modern.” 


cerized yarns will be held by the Durene Association 
of America on Wednesday, May 14, from 2.30 to 4.30 
in the convention hall of the Philadelphia Com- 
for the 
mercerized yarn meeting is being arranged by the 


p.m. 


mercial Museum. <An interesting program 
lurene Association of America, and it is expected to 
attract a large attendance of hosiery and underwear 
manufacturers who will be in Philadelphia to attend 


the National Association’s Knitting Arts Exhibition 


aN 


John Nash McCullaugh, managing director of the 


and Convention. 


National Association of Hosiery and Underwear Manu- 
facturers, announces that the following nominating 
committee has been appointed to present a slate of new 
officers and four new directors to the twenty-sixth 
annual meeting of the association on Thursday, May 15, 
at the Philadelphia Commercial Museum, Philadelphia, 
Pa. 

William Meyer, president of the Apex Hosiery Co., 
Philadelphia, chairman; Garnett Andrews, president, 
Ferdinand 
Mills, Reading, 
Galbraith, president, American Textiles, 


Richmond Hosiery Mills, Rossville, Ga. ; 
Thun, president, Berkshire Knitting 
ras ED &. 
Inc., Bay City, Mich.; and Richard W. Sulloway, 
assistant treasurer, Sulloway Mills, Franklin, N. H. 

This committee will meet on Monday, May 12, at 4 
p- m. at the Manufacturers’ Club, Philadelphia, to pre- 
pare its report to be submitted to the general conven- 
tion on the following Thursday. 





keinhard C. Huettig, and his son, F. R. [luettig, 
who recently resigned and sold their interests in th 


Paterson-Mutual Hosiery Mills have acquired 4 sub- 
stantial interest in the Vogue Silk Hosiery Company of 
Philadelphia and the former has become president ani 
the latter, secretary of the Vogue organization. k. ( 
Huettig was formerly president of the Paterson-\lutual 


Hosiery Mills. 


The product of the Vogue mill is being marketed 
under the trademark of “Huettig Hosiery.” — |‘ntire 
production facilities are now concentrated on the new 
fashioning 


stockings, without 


numbers are being made, two of 


‘feather-fashioned” 
marks. 
which are 45 gage (one a service and one a chiffon 
weight) and a 48 gage, three thread 
latter being produced on a special machine having 15 
All Huettig hosiery will bear the 


Only three 
stocking, the 
inch needle bars. 


Hf. D. I. hall-mark. 
New York offices have been opened at 385 ftl 


a 


Five thousand dollars in prizes are offered by J1lius 


Avenue. 


Kayser & Co. in an advertising writing contest open t 
ad managers and copywriters in stores throughout th 
country carrying Kayser Hosiery. Three prizes ar 
offered in each of three groups, one covering eighth 
page ads, another quarter page ads, and the third larg 
space. The contest closes May 1. 
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THE COLOR TREND 


[CONTINUED FROM PAGE 116] 
















Service é Sheer Service Ps Sheer | Service 
McCALLUM ROLLINS ROSAINE 
1, Shadow 1. Gunmetal 1. Beige Clair 1. Beige Clair 1. Beige Clair 1. Light Gunmetal 
2 Gunmetal 2. Yarro 2. Plage 2. Plage 2. Light Gunmetal 2. Beige Clair 
3, Rachelle 3. Shadow | 3. Light Gunmetal 3. Light Gunmetal | 3. Rosador 3. Rosador 
4, Beige: Clair 4. Sunmode | 4. Champagne 4. Rosador 4. Allure _ 4. Mode Beige 
5, Yar1 5. Rachelle | 5. Muscadine 5. Champagne | 5. Muscadine 5. Sun Brown 
MOJUD ROMAN STRIPE SOCIETY MAID 
j, Manon 1. Sable 1. Peach Skin 1. Muscade | 1. Beige Clair 1. Light Gunmetal 
2. Sab! 2. Manon 2. Crystal 2. Sunbronze 2. Plage 2. Ali Baba | 
3, Pla 3. Plage 3. Nocturne 3. Mirage | 3. Breezee 3. Beige Clair 
4 Mu- adine 4. Light Gunmetal 4. Suntan 4. Boulevard | 4. Afternoon 4. Afternoon 
§ Tan Nude 5. Muscadine 5. Eggshell 5. Wrought Iron | 5. Muscadine 5. Breezee 





















PHOENIX ROMILLA | TREZUR 
1. Gun Metal 1. Graele 1. Sable 1. Tan Ray 1. Atmosphere 1. Nude 
2, Peach 2. Peach 2. Deauville 2. Sunbask 2. Champagne 2. Grain 
3, Cas 3. Gun Metal 3. Sunbrown 3. Sable | 3. Mimosa 3. Sunbasque 
4, Gra le 4. Skin Po 4. Sunbask 4. Deauville rs 4. Miami 4. Gypsytan 
5. Ski 5. Vanity + 5. Duskee 5. Sunbrown + 5. Havana Beige 5. Basque Brown 
































Edward Freschl, president of the Holeproof Hosiery Westcott Hosiery organization, was with the whole- 
| Company, died Friday, March 28, at the Mount Sinai sale hosiery department of Marshall Field & Co., and 
liettig, Hospital in Milwaukee, following an operation for is a graduate of the Philadelphia Textile School. 
habe ippendicitis. Mr. Freschl was operated on about a 

- week before his death and apparently was on the road Ky 
pany o 1 . 
la to recovery, when he had a relapse and died suddenly. 
hag With his brothers, William and Max, Mr. Freschl, The United States Testing Co., Inc., has published 
Pee: who was 58 years old grew up in the I loleproof busi- a Handbook of Hosiery Testing, which gives specific 
ness, founded by their father, Carl Freschl. He be- instructions for testing women’s silk hosiery, for the 
came president of the company in 1908 upon the retire- euidance of hosiery buyers. The book, while technical 
ment of his father. in nature, is readily understandable by anyone who has 
\ even the slightest knowledge of hosiery. Various 
arketed KY . 


methods of testing hosiery are given, together with 
I“ntire : 


. — a gee tables of sample specifications, which may be consid 
he new Reductions of 50 cents to 75 cents a dozen, effective ‘ ' inuslle Ke tall Id | | 
x : . ered as standard. 1e book is being sold by the com- 
tioning § March 15, were made by J. R. Beaton Co. on the entire $1 50 ; - J 
et. : , ‘ aa . ‘ any at $1.50 a copy. 
two of § As You Like It” line. This is the first change in ss PY 





chiffon @ Price that this concern has made since Sept. 4, 1929. XY 
v. the | The Beaton Co. states that it has refrained from issuing 
ine 13 | this spring price list until it felt the market was suf Miss Fay Webber, buyer of men’s, women’s and 
ar the ficiently stabilized and that these prices are the lowest children’s hose for Stern Brothers, New York, depart 
at which their product has ever been sold. ment store, has become associated with the Propper 
lifth McCallum Hosiery Co. as of April 1, in the capacity 
Ky of stylist and merchandiser, and will make her head 


quarters at the McCallum plant in Northampton, Mass 


Walter J. Single, who for the past three years has 


Julius § been in charge for the Westcott Hosiery Mills of Dal- Ke 

pen to & ton, Ga., of licensing its “Seamless Shaped Foot’’ to 

ut the § hosiery mills throughout the U. S. A. and Canada, has Phoenix Hosiery Company announces the addition 
aS art been appointed executive assistant sales manager with of a new stocking to their line under the registered 
eivhth & full direction of salesmen, territories and accounts for name of “dulSheer,” a permanent dull surfaced hose, 
large hoth the Fabrimode and Mode-Modeled divisions. made by a special process. It is offered in various 







Mr. Single, before becoming identified with the stvles to retail from $1.95 to $2.95. 
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A SUCCESSFUL DEPARTMENT MOVES 


One of the most successful hosiery departments in a shoe store is that of the 





1 cial 


William Eastwood & Son Company in Rochester, N. Y. When the store was moved 

to a new location last month, the hosiery department went with it. Above is a 

photograph of the new department, located in the front of the new store, 29-31 

East Avenue, Rochester. In keeping with the rest of the store, the hosiery depart- 

ment is fitted up in walnut. Instead of glass front drawers, wooden front drawers 

with wooden knobs are used for the stock. Ample display space is provided in the 
glass counter and in the glass front cases above the stock shelves 


The annual sales convention of Mock-Judson- 
Voehringer Co., Inc., manufacturers of Mojud full- 
fashioned silk hosiery, was held in the Arabian and 
Italian rooms of the Park Central Hotel, New York, 
early in March. 

Plans for Mojud’s 1930 dealer-development cam- 
paign were presented to the entire sales staff. Enthusi- 
astic reception of the plan by the salesmen was reflected 
in heavy bookings of orders immediately following the 


convention. 


William J. Canavan, for the past six years New 
England representative for the Krueger-Tobin Co., has 
resigned and accepted a similar position with West- 


minster, Ltd. 


New York manufacturers of 
“Trimfit” hose, have moved to new and larger quarters 
in the Lefcourt Madison Building, 16 East Thirty- 
fourth Street where they have twelve thousand square 


Kramer Bros., 


feet, all on one floor. 





“With showrooms, offices, stock and shipping rooms 
all together,” said Arnold Kramer, “we anticipate creat- 
ly increased operating efficiency. The added space also 
means that we will have five individual salesrooms.” 

A purely modern-art scheme of decoration has heen 
followed. The window-display idea which proved so 
popular in the old quarters has been retained 


XY 


The Larkwood Silk Hosiery Mills moved their New 
York headquarters about the middle of March from 200 
Fifth Avenue to 385 Fifth Avenue, in which building 
a number of hosiery firms are now located. Larkwood 


recently took over the Fleetwood Silk Hosiery Mills of 


Charlotte, N. C. 


In response to a very definite demand for pastel 
colors in chiffon hosiery in leading style centers, th 
Allen-A Company announces the inclusion of ‘our 
pastel shades in the color range of style 4200, a s/ier 
chiffon stocking with picot top and curved panel ! el 
The four shades are green, blue, yellow and orang 
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Major James M. Cronin, former head of the New 
York office of the Globe Knitting Works, Grand 
Rapids, Mich., has been named sales manager of the 
Paterson Mutual Hosiery Mills. 


XY 


O. |. Kearns & Son, Inc., hosiery manufacturers 
with mills at High Point, N. C., have been granted a 
license by the Hosiery Guild to produce hosiery bearing 
the Guildmode mark. 
in the Kearns plant will start immediately. 


Production of Guildmode hosiery 


CONTACTS MEAN REPEATS 


[CONTINUED FROM PAGE 117] 


“buy some black chiffon hose.” In either case, the 
chances are that he knows nothing of the latest styles 
or colors, so will appreciate tactful suggestions which 
will help him in selecting the style of goods desired. 

Competition in the merchandising of hosiery is un- 
usually keen, so the salesforce which fails to observe 
the details mentioned above will find itself far behind in 
the world of competitive bargaining. Keeping abreast 
of the times also is of utmost importance. 

When the hosiery sales fall off, then is the time to 
make good, strong window displays. As in common 
with most stores, we have two windows, one for men‘s 
shoes and one for women’s. Furthermore, the store is 
in business primarily to sell shoes, not hosiery, yet our 
management has found it advisable to have occasional 
short time displays in the women’s window, in which 
hosiery is featured. A complete assortment of shoes is 
shown at this time, but the theme is hosiery. 

Too many shoe merchants treat hosiery as a side 
issue—more as a necessary evil. A window featuring 
hosiery gives the public the impression that it is a 
volume proposition, especially when it is backed up by a 
complete stock in the store. 
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A large percentage of women like to pay a moderate 
price for their hose, when they can get something nice, 
so we find our hose at $1.35, or three pairs for $4, a 
real sales builder for the entire store. 





New All the boys in the store are on a 7 per cent com- 
1200 § mission, so they are all interested in talking hosiery to 
ding their customers. If, after they have sold a $15 pair of 
vood shoes, they can build that sale up $4, through suggest- 
lsof F ing hosiery, they are quick to do it. That extra 28c. 
makes them remember. Extra weekly prizes of stock- 
ings, either for themselves or their ladies, also help 

stel to keep them interested. 
the To summarize it: if we display our merchandise well, 
vd create favorable contacts, spare no effort in suggestion 
oe and exhibition of latest goods, keep informed on the 


trend of the times, and at all times let honesty and 
courtesy characterize our relations with our customers, 
we will see our sales barometers rising rapidly. 
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The allowance or replacement loss on even 
one pair injured by old fashioned pin 


or more Salisbury Pinless Slip-on Tickets. 





“Not a rip, tear 
or run-starter in 


TAL Uda 


a car load.” 

















Size No. 2 
(BACK) 


Size No. 10 
(FRONT) 


] 
) tickets often equals the cost of a thousand 
] 
] 
] 


SALISBURY MFG. CO. 


P. O. BOX 1523 PROVIDENCE, R. I. 





( 
{ 
( 


tll i i 


Write for samples and price list 
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3 to 4 Times Greater Durability! 


*LARKWOOD 
VAMP-TOE HOSIERY 


Fine enough for all important social func- 
tions, yet practical for Every Occasion! 
This remarkable hose has the toe like no 
other toe .. . because the V-shaped toe 
reinforcement covers the toe joints and 
points of rub and wear... and ends 
all friction holes caused by the aver- 
age woman’s 18,908 daily steps. 
Super-sheer ... Sheer... and Ser- 
vice Weights at $1.95 and $1.65 
per pair. Color exchange... 
daily filling system . . . quicker 
turnover. 


Send for and 


Samples 
Sales Plan... NOW! 











Note that the *VAMP-TOE en- 
tirely covers the toe joints, 
whereas the ordinary Block Toe, 


This illustration shows where 
ordinary reinforcing ends (see 
white line) and how much extra 
protection *LARKWOOD VAMP- as indicated by the white line, 
TOK HOSIERY gives. gives only partial coverage. 


LARKWOOD SILK HOSIERY MILLS, Inc. 


CHARLOTTE, N. C. 
John C. Larkin, Dir. of Sales, 385 5th Ave., N. Y. 
*Trade Mark Reg. and Patent Pend. 

















INTRODUCING... 


Nat Lewis Wholesale Corp. 
Deitsch Brothers 

H [. Miller, Bag Dept. B 
Palter Leather Co. 


A. Wollison & Sons 
London Fashion Bag Co. 


Nadelhaft Bros., Inc. 
f \ ; Morgenstern & Brosseau, Inc. / \ 


For the first time, a concentrated 
effort to present handbags has been 
N made by a representative group of G 
manufacturers—only eight to start 
with, but as we gain momentum 





















there will be more. 


Tell these manufacturers your 
D handbag problems. Bags of every S 
price and type are featured on | 


pages 124-125. If your problem is 
still unsolved, write to the 


HOSIER Y- HANDBAGS 
SUPPLEMENT OF THE 

BOOT & SHOE RECORDER 

239 W. 39th ST., NEW YORK , 


BooT AND SHOE RECORDEK 


combining THE SHOE RETAILER, April 5, " cor 





